d Cn Oe PES hee eS RS cae 
shins Min ies ati ct: 
MEN He ER aS | 
Se ee et acl 
We as se — ‘A . bes ott : 
« at 4 ® Ad of : | if 
ee eit : 
5 Be ‘ | 
a” old 
Oe way 
: si oe | 
: : 4 
rag , _ 
| é % Be a 
4 : sa | 
ks* ¥ 


) 


Ne Baa Se ee as es TY ¢ * r oe “£4 Ser A Liye 

J a * Ny I a 4 : * Pee Site é 4 passe - y a 

; ha a ae i» eks s mt i 5 
a 4, BS see xe fxs, gett vi ii : {ist + Bite AAAS 
ge gece ae Maas aaron DS or Gers Reyer A ; 
Mgt 4 ey a a ak iy "ae athe. ar ; q 

bate een ae Sn ae a, ae Sa . : it 

‘ big 4 a i ‘ “Wg 
te , : t. wt >. 
‘ ; ‘ i 


fic 


' 
A | 
x< 


SWitcHEeS 
KUT Fo@ LNoe wn 


Si 
a 
Si 
3 


07 GN 
SeEarvyroe 


IN4YOo! 
Sv 


t5y 
GND 


wd 
‘ 7 mt x 
- ie? od 
= * G 


Alger ay ee 
war as ea ee f. Rs “On a5 
Bey SAR ROS 


' : a ee { nee Me a is 4 2 “% 4 
+ ¥ : Ra (oe : fy 
a yrs fe 
: « 
} a ee £5 pt A y, ; 
é ES at ; “Peas i i? 
b) » f 5 hr P ies i eg : 
> f 
k 4 os | 
f t i 
% 
: f hy : 
¥ ¥ M 


; ame 
Fe 
S + L 
| & Ram ‘ 
> ‘¥ i 
* SAK 
z + 
ae 
Pe @ $ 
es : 3 : 
: pew vi 
* - 
rT). C= § | 
| os “a 
bs re 
© SS: tude : 
r : 
D5 
| ee 
ws 
4. 
- 
; 
| : 
. 
¥ 


Joe McC 
Ma&M 


We make sure players like our games first, 
so you'll like the collections later. 


Carol Kantor, Manager Product Research, Atari, Inc. 


“We’re working to make 
sure every Atari game will be 
successful. That’s why each 
new idea is pre-tested before 
it’s OK'd for production. Tested 
in arcades, lounges, locations 
just like yours. Tested for player 
reaction. Tested for collections. 

“Whether we like a game or 
not, we know the only real test 
of earning capability is how 
players respond in actual 
location conditions. 


Winning the 
numbers game. 

“Our testing isn’t just putting 
a game in a local arcade for a 
weekend and counting coins 
either. Typically a prototype is 
installed in a carefully selected 
location for up to 6 to 10 
weeks. 

“The all-important collec- 


Atari People. We’re playing your game. 


tions figures during the test 
period are measured and 
compared to existing success- 
ful games. Theirs and ours. 
“In addition, through con- 
trolled personal interviews 
with players and written ques- 
tionnaires, objective data is 


gained for further product 
development. 

“Players are asked to rate the 
game: In general. Compared 
to other video games. Likeli- 
hood for playing again. Con- 
trols. Playfield. Looks. Sound. 
And they're asked for opinions 
and suggestions. 


Reducing your risk. 

“Then, if it passes our rigid 
collections and ratings test 
criteria, it'll graduate to the 
market place. 

“When it does, you'll know 
it’s already a proven winner. 

“The overwhelmingly suc- 
cessful NIGHT DRIVER™ 
SPRINT 2™ LEMANS™ and 
BREAKOUT™ were all tested 
this way and passed with 
honors: 

There’s no need to take a 
chance anymore. Put your 
money on a sure thing by 
calling your Atari distributor 
now. Or contact us at Atari, 
Inc., 1265 Borregas Ave.., 
Sunnyvale, 


California 
94086. 

(408) 745-2500. 
Don't forget 

he also has 


the incredible AT. Atel 


new F-]™ 
and Innovative 
Dominos™ leisure 


MOONDROPS BY ROWE AMI 


When it comes to pleasing locations, 
only Rowe AMI offers a choice. 


Each fronts for the same 100% solid-state 


Wild system with digital readout, exclusive 200- 
selectivity, unmatched full-bodied stereo 


sound, and the only five-year reliability 


Vivacious. warranty on all moving parts. 

: See all four R-81’s at your local Rowe dis- 
LASER BLUE Lively. tributor’s showroom. 

Or dignified. 


Four different moods of motif. 


O 
ica} a a 
Laut? Rowe international, inc. 
A SUBSIDIARY OF TRIAANGLE INDUSTRIES, INC. 
75 TROY HILLS RD., WHIPPANY,N .J. 07981, TEL. (201) 887-0400, CABLE: ROVEND 


CONSTELLATION 


ANNOUNCING! 
A Regional 


Service Seminar 


A three day technical service school for all service 
personell. The daily schedule will cover basic repair and 
troubleshooting of digital and solid state video and 
electronic equipment. Instruction and repair methods on 
current video and electronic games as wellas the newer and 
more advanced microprocessor games will also be taken up. 

This important service school for all types of games will be 
conducted by veteran instructor and technical writer for 
PLAY METER, Robin Minnear of KUSH-N-STUFF. Mr. 
Minnear presents himself in an easy-to-understand manner 
and his background and experience in the coin machine 
industry makes him one of the most sought after instructors 


for this industry. 
Who? When? Where? 
Tues., Feb.15, Radisson Plaza 


Co-Sponsored by 
PLAY METER Wed., Feb. 16, Two NCB Plaza 


and KUSH-N-STUFF Thur., Feb. 17, 1977 Charlotte, N.C. 


Classes begin at 8:00 AM each day. School will be limited to 
the first 75 students on a first come first served basis. Act 
now by filling out and returning the form below. 
Registration closes Friday, Feb. 11, 1977. 
For more information call: 1-504-827-0320 or 1-408-7180 


ee ee 
PLEASE REGISTER THE FOLLOWING NAMES FOR Please indicate the type of accomodations you will require: 

é YOUR UPCOMING 3.DAY SOLID STATE SERVICE SEMINAR: Single Room(s)$26/day Double Room(s) $30/day F 
: Arrival Date: ’ 
Departure Date 4 
ALL RESERVATIONS WILL BE CONFIRMED BY RETURN MAIL i 
ff Enclosed is our check or money order (Do not send cash.) fos. | understand that the MAIL THIS FORM TO: 

5 |] registration fee of $75 per person covers the tuition for three full days of technical instruction, and a new PLAY METER SERVICE SCHOOL 
a Textbook for Video Game Logic. | further understand that if the class is full or if P.0. Box 24170 E 
~& for any reason whatsoever the school be cancelled, my money will be refunded immediately. New Orleans, La. 70184 2 


(GOOUN UNTDUISUBAY 
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features 


Local Tournaments ............cccccccceccececucucecueues 20 


Former Coinman of the Month Adrian Hoines, an avid 
foosballer himself, discusses tournaments on the local 
level, the how, when and where of putting them on. 


DE OIG Gave cse code eeaecetet toe cece et aa ve ctowmeecas See 23 


Are you ready to fire someone? It’s not as simple as it used 
to be, as Thelma Fair explains. She offers some 
checkpoints, things you should think about in advance. 


Arcade Machine Buying.................ccccceeceeeeeees 35 


J.W. Sedlak in his continuing series of articles on arcades 
discusses machine buying. What games should you have 
in your arcade and in what percentages. Some answers. 


departments 


FIOMMMME EON Ol x5i sca te nek cacrdn tun ecreniseeen as: 6 
FUNG Als snemeckccrnsucntainnd ciperaanaheueieatosaics: 8 
IG WOON erceehnct ce ninedeeadeenstn ta aaadewpna eaunectonce 12 
Coinmanofthe Month ..................cc cece eee eee 14 
DP BU AOING, « wataeeccataunas Ledarataoue-nenee aro daeaeee 18 
TITIES GONE ccs narnia an.5herone ta einavcmenaenenanteaes 24 
MUSIC PIOGIANNINING o.cavctecarcawsientereniocenveyngencugD 
International Dateline ............00 eee eee ee, 3] 


Coverage of the A.T.E. from roving reporter Ralph Lally. 


PASS IMGU:\cdecaddnatatenusededn ied vanabeessetacarees 34 
WUGTAUU GCTE1C0) (41 pee eee cn ee ce 3/ 
WRC IUIG AY ONG Ghat 5s teehee oe ee ae ena 39 
Robin Minnear on building a logic comparator. Part one. 
SUM NOW Gets ts. ce en. eaesoanuseneadnat laa iatta cue: 4 
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from the editor 


“How’s Play Meter doing?” That’s a question 'm asked quite 
often these days. I usually answer, “Great.” But it’s not that simple. 
So for those of you who are especially interested, here is the current 
status of Play Meter and our plans for the future. 

From the beginning, Play Meter was circulated to some 8,000 
operators. The first issue was sent out free with a plea for paid 
subscriptions. Since that time more than 2,000 operators have 
shown us their support by entering paid subscriptions. Play Meter 


publishes in a highly competitive market with relatively limited 


advertising potential and we decided very early in the game that we 
would have to be heavily dependent on subscriber revenue for our 
income. That’s why we have been charging $20 per year and why, 
until recently, we delivered only 12 issues per year for that price. 

A major problem in publishing only monthly lies in pass-along 
circulation. Since a monthly magazine obviously can contain at best 
news highlights, many prospective subscribers read a pass-along 
copy rather than enter their own subscriptions. The advent of the 
Update edition of Play Meter, published 12 times a year between 
regular monthly issues, has a number of objectives. One is to add to 
our service to paid readers by permitting us to report somewhat 
more timely information than we could publish just monthly. Also, 
Update serves as an incentive for those pass-along readers and 
free-riders to purchase a subscription of their own. 

One of the major reasons that Play Meter isn’t published 
bi-monthly is that there are relatively few companies who would 
advertise with us more than 12 times a year. Publishing a full 
magazine with greater frequency than our advertisers are prepared 
to support becomes economically impractical. Update, published in a 
newsletter format, permits us to expand our services at a lower cost 
than a full issue would require. Still it does strain an already tight 
budget. And we do hope to expand it. That represents an additional 
investment on our part and it’s an investment which— you guessed 
it — we’re going to ask you, the reader, to share in. The subscription 
rate effective Feb. 1, 1977 will be increased from its current $20 to 
$25 per year. 

Provided things go as planned, Play meter will soon be applying 
for its 2nd Class Mailing Permint. This will elminate the need for any 
first class mail charges and will decrease the time it takes Play Meter 
to get to you considerably. 

Where does this leave us? Right now the paid circulation of Play 
Meter is growing steadily. Our ultimate objective is to have 
somewhere around 8,000 paid subscribers. At that point I would 
envision an annual subscription rate in the $30 to $35 range. 

What’s the bottom line? Well, it’s not profit. Play Meter will 
indeed be lucky to show a profit for 1976. We're only in our third year 
of publication and they say it can take five to seven years to turn a 
profit in this business. On the other hand, Play Meter does provide a 
base from which to develop other revenues. Our regional service 
seminars have been successful and we are planning more for the 
future. Workshops and seminars in other areas of interest to the 
industry are also in the planning stages. 

Play Meter is doing pretty well then. We’ve had a great response 
to our magazine. We love the amusement machine business and what 
we're doing in it. We’re working with some great people, and (if you 
are a subscriber rather than a pass-along reader) I thank you for 
your support. Keep in touch; we want to serve your needs. 


Sincerely, 


Ralph C. Lally II 
Editor and Publisher 


Calendar 


March 11-12 
Amusement Music Operators 
Association, regional seminar. 
Denver Hilton, Denver, Colo. 


March 11-13 
Music Operators of Michigan, 
annual convention. Kalamazoo 
Center, Kalamazoo, Mich. 


March 18-20 
Wisconsin Music Merchants 
Association, spring conven- 
tion. Olympia Hotel and Spa, 
Oconamawoc, Wisc. 


April 14-25 
Milan Fair [automatics section] 
Milan, Italy. 


April 15-16 
Ohio Music and Amusement 
Association, annual conven- 
tion. Carousel Inn, Columbus, 


Ohio. 


May 12-15 
Music & Amusement Associ- 
ation (NYC), convention and 


trade show. Stevensville Coun- 
try Club, Swan Lake, N.Y. 


May 20-22 
Music Operators of Minnesota, 
convention and trade show. 
Holiday Inn-Downtown, Min- 
neapolis, Minn. 


June 10-12 
Colorado Coin Industries, an- 
nual meeting. Holiday Inn, 
Glenwood Springs, Colo. 


June 16-18 
Illinois Coin Machine Oper- 
ators Association, annual con- 
vention. Hospitality Motor Inn, 
Earth City (St. Louis), Mo. 


September 23-25 
North Carolina Coin Operators 
Association, annual meeting. 
The Radisson Hotel, Charlotte, 
North Carolina. 


Start a Revolution! A Profit Revolution! 


(silly FREEDOM 


NEW 4-PLAYER FLIPPER CONVERTIBLE TO ADD-A-BALL 


NEW 


WHEEL 
FEATURE 
BUILDS BIG 
SCORES 
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editorial 


Death Race: a Defense 


by Louis Boasberg, guest editorialist 


There is hardly any man alive today who in his 
childhood did not play with lead soldiers, tin 
soldiers, plastic soldiers, toy forts, cowboys, 
Indians, guns, cops and robbers, pirates, etc. 
There was nothing wrong in our youth in playing at 
war games. There was nothing wrong reading war 
stories. That is, the moralists told us there was 
nothing wrong as long as the good people always 
won; namely, the cowboys beating the Indians, the 
American Army beating the Germans, Japs, 
British, Spanish, North Koreans, Italians, Turks or 
whomever the bad people happened to be at that 
particular time. None of us were considered sick by 
playing all these games. However, today there is a 
coin operated game called Death Race, and the TV 
networks, national magazines and some newspa- 
pers have all cited anyone who plays the game as 
“sick.” 

Paul Jacobs, director of sales for Exidy, has done 
an admirable job on the national networks and in 
the press defending his product. He deserves a 
great deal of praise for being most articulate and 
having a great deal of poise before the entire 
country. It is our opinion that the criticism of 
Death Race is unjust. We have watched this game 
being played by youngsters and adults alike and 
each and every one of them are happy and laughing 
and amused when they play Death Race. There is 
no hatred, no violence, no malice or thoughts of 
destruction of mankind written on the faces of those 
who play the game. I don’t think one single person 
who ever played Death Race has any thoughts of 
immediately going out and running over a 
pedestrian. No more than any person who plays 
coin operated war games, shoots electronic guns 


has any thought of starting a war. 

The people who would run over pedestrians, and 
the people who would like to war against races, 
religions and all of mankind are sick before they 
ever play Death Race and, believe me, Death Race 
cannot make them any worse. It is strange indeed 
that a TV network that fosters violence, sex, 
torture and cruelty should in any manner, shape or 
form criticize Death Race, but then again I guess 
they also have to make a living. 

I wonder if anyone thinks that when you shoot 
down a plane on one of the coin operated games that 
you may be sick because there is allegedly a pilot in 
the plane. And what about all the wrecks in the 
auto race games? Will a sick person imagine there 
is a driver in the race car and that in the wreck said 
driver has been killed or maimed for life? 

Reformers never know when to stop reforming. 
It is their feeling that anyone exposed to something 
they disapprove of has a potential of becoming an 
addict, and it is their responsibility and theirs alone 
to eradicate it completely, whether it be a flipper 
game, a Death Race, or a corner bookie. These 
good and noble people who make up the ranks of 
reformers approach their subject too ill-equipped to 
attain their objective. They have an idea as to what 
their destination is, but they do not have logic and 
reason to guide them to a fulfillment of their ideas. 

The publicity given to Death Race, naturally, has 
increased the objectors to the game. However, for 
every objector there has sprung up a thousand new 
players. Are all these players sick people or are 
they merely seeking fun, entertainment or escape 
from the woes of this life? 


New From Midway 


An intense strategy & 
reaction game matches 
skills against the computer 
& the treachery of up e | 
3 opponents! 


ie Upright & Cocktail Models 
@ 1-2-3-4 Player Game 


e Asia One Player, Computer Plays the 
Other 3 Positions 


eg Directional Joy Stick Control 


e Rotating Player Position on Playfield 
(Operator Option) 


@ Variable Scoring (3-2-1-0) 

@ 5 Languages 

e Exciting Electronic Music | 

@ Number of Rounds Per Game Adjustable 
__ @ Micro Processor Logic Board» 

 @ Double 25¢ Doors 

 @ 23” Solid State Monitor in 

_ Upright Model 3 


e 19” Solid State Monitor in 
Cocktail Model 


@ Upright Dimensions 27” (69CM) Wide, 
272 (69CM) Deep, 6434 (164CM) High 


® Cocktail Table Dimensions 35” 
(89CM) Diameter 28” (71CM) High 
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In "Home Video” (August 
1976), Laura Kreter did a nice job 
of reporting on the background, 
current status and future poten- 
tial of Home Video Games. 

Concerning the out of court 
settlement between Atari and 
Magnavox in the last paragraph, 
I would like to add that the 
consent decree involved recog- 
nizes the validity of the TV Game 
patents with which I laid the 
foundation for this new sub- 
industry in the mid-sixties. Over 
00 world-wide patents have been 
sued since that time. Nearly ten 
years ago we played Tennis, 


ARCADE 


Arcades 


FUG 4 1 Ge) || ea $945 
ATARI JetFighter ...... 0.0... ooo ee cece eee. 995 
BARRIS oh Sete te bicdSowtsncdepnicebie aden 695 
ATARI AntiAircraft ..0.. 0.0... 895 
ATARI Steeplechase .....................0.00-.-. 1% 
REETOMMUIK : ocles datcnci ry fu xt eookeasun edna! 695 
MIDWAY Racer ...........0.. 0. cece cece ec cee cece 925 
MIDWAY Gunfight ................00.0..00.002. 1295 
MIDWAY Seawolf..................0..00000 000. 1495 
EXOT DGath RAGO aco sez vena sg Sena bcaeas 1395 
EXIDY DestructionDerby ........................ 1195 
MEADOS CobraGunship ........................ 1145 
MEADOWS BombsAway......................... B45 
MEADOWS DropZone4 .............00000000.002. 695 
RAMTEK Baseball... c-:.0s sa cies cscececseoacsar 595 
FAMTER VOW asc dues. occa sci casacscnaserwvatecc. 7% 
RAMTEKHitMe..............0..00000.0000...2.. 1245 
U.S. BILLIARDS Shark... 2.200000. 595 
U.S. BILLIARDS AirJaiAlai .......00000000 695 
FUN GAMES Tankers............................. 795 
FUN GAMES Bi-Plane ..............0..00..000 208. 895 
GREMLIN Trap Shoot.............0..000000c0e eee. 925 
GREMLIN PlayBall........... 0.0... ccccceeeee eee 845 
CHICOIN SpeedKing............0.0cc00ceceeeeee, 595 


ALLIED Super Shifter... 00.00... oo... eee eee. 645 


ADVANCE DISTRIBUTING Co. 


TEL: (314) 652-1600 
2820 N. GRAND BLVD., 
ST. LOUIS, MO. 63107 


NSM Sales, Parts, Service in The U.S.A. 


Hockey, Handball, Volley Ball, 
among others—in color, I might 
add—in our laboratory at Sanders 
Associates, Inc. in Nashua, N.H. 
The patents which were issued 
as a result of my many basic TV 
game inventions and those of my 
coworkers were later licensed to 
Magnavox. Several of these 
were involved in the out-of-court 
settlement you reported on, es- 
tablishing once again my position 
as “father” of the TV Home Game 
Industry. 
Kalph H. Baer 
Manchester, N.H. 


I do enjoy reading your maga- 
zine. Best wishes for a successful 
1977. 

Bill Nutting 
Nutting Associates, Inc. 
Santa Clara, Cal. 


I'm new in the amusement 
field, but I’ve been into electron- 
ics a long time. I was born and 
raised in Sunnyvale, Cal., the 
heart of the electronics world. 
As video games get more com- 


SPECIALISTS 


BRUNSWICK Karate ............0 0c ee cece eee. 595 
Guns 

CHICOIN Coneylsland ...................2..0.. $1195 
CHICOIN Rifle Gallery .....................0.0025. 795 
CHICOIN Twin Skeet............0..0. ccc cece eee 545 
CHICOINCommando..............0..0.0.cccee eee 395 
CHICOIN Trap Shoot ............. 0. ccc ccc ece cece. 395 
CHICOIN Defender......0.... o.oo eee cece ec ee eee 245 
CHICOINHuntClub ................0...0.00.00... 795 
MIDWAY HauntedHouse......................... 245 
MIDWAY Gang Busters........................... 545 
ALLIED KNOCK GUE 5 os cesicknosiscd cadete vest eacdeacn. 595 
WILLIAMS Flotilla .. 0.20000... 0.0 c ccc cc cece cee. 245 
COMPUTERGAMES BigTwin..................... 995 
COMPUTER GAMES Big Duke .................... 795 
COMPUTERGAMES SixShooter.................. 595 
Cocktail Tables 

DIGHAL- KnOCK Outs 655.0 sfececuc asoevaae tence say eecs 445 
DIGITAL Ping PONG sos cscs ods cakcn cs Sopwedeaveves 445 
U.S. BILLIARDS Survival ..... 2.0000 .o oe eee. §95 
U.S. BILLIARDS Shark... 2.00... 595 
Be FUN oa ratre ance cieett chn to oncitie ecew 1095 


OVER 50 USED FLIPPERS IN STOCK, READY FOR 
IMMEDIATE DELIVERY! CALL COLLECT. 


plex, the need for accurate 
service information increases 
greatly. Our company has no 


handbooks as yet; we depend on 
game manuals for service and 
troubleshooting. 

What we really need is an 
article on safety precautions with 
IC’s and L.S.I.’s. One static zap 
can be expensive. I know more 
about solid-state than my fellow 
employees, but I still need more. 
An expanded section on solid- 
state would be nice. 

Randy Bray 
Lynn County Amusement 
Albany, Ore. 


[I’m passing your idea along to 
Technical Editor Robin Minnear. 
Both Robin and technical writer 
Randy Fromm, whose first arti- 
cle for us appeared in the 
January Update, have expressed 
interest in responding to particu- 
lar problems you might be having 
in the field. If you are having a 
problem and need help, or if you 
want to communicate the solution 
to a problem, please write them 
care of Play Meter, Box 24170, 
New Orleans, La. 70184. —Ed.] 


Could you send me information 
on any short courses in video 
game repair? I’m a TV technician 
and have attended Atari’s two 
day seminar. However, I feel I 
need a course on troubleshooting 
the games. 

I have also taken Kurz-Kasch’s 
home study course, but that’s 
mostly theory. My problem is, I 
know the theory, but where do 
you start to look for an actual 
problem? 

Charles Brenon III 
Brenon’s Coin Machines 
Brownville, N.Y. 


[Play Meter ts aware of your 
problem. That is why we started 
the Play Meter service schools. 
All schools are three days and are 
taught be our Technical Editor, 
Robin Minnear of Kush n’ Stuff. 
The next seminar is scheduled for 
Feb. 15-17 at the Radisson Plaza 
Hotel in Charlotte, N.C. Fora 
better idea of exactly what we’re 
trying to do, see p. 16 of the Jan. 
1977 issue of Play Meter. I might 
add that we intend very soon to 
incorporate hands-on  trouble- 
shooting experience into these 
seminars. —Ed.] 


—aeeg CYCLO a — 


$54.95 
Video Game Monitor Tester A 4 Minute Test 
That Will Allow Any 
Field Mechanic To 
Know Which Is Bad, 
Logie Board Or 
LV. Monitor 


CYCLOPS is an almost pocket-sized test 
Instrument that will allow any mechanic 
to swiftly locate the problem down to 
the Logic Board or the T.V. Monitor. 


Cuts Down Time 
No more wasted trips because of incorrect FEA TURES: 


diagnosis. CYCLOPS can pay for itself 


in one day by eliminating Down Time. CYCLOPS will display two different 
‘ ' sized checkerboard patterns at the flip 
Intelligent Design of the switch. 
CYCLOPS utilizes an intelligent CYCLOPS will automatically read 


logic design consisting of only seven the Monitor +5V supply and indicate, via 
integrated circuits——one third as many a Light-Emitting-Diode, a ''Good'' or 

as Our competitors. This design elimi- liga ep att 

nates the crystal and all other shock 
sensitive devices. The whole thing is 
enclosed in an insulated high impact 
plastic case that will fit into any 
tool box. 


——————————EE———— ee nana 


CYCLOPS automatically injects an 
audio tone into the Monitor to test the 
amplifier. 


CYCLOPS IS DESIGNED AND BUILT BY Robin L. Minnear —RAP_ Ent.— 
To order send $54.95 for each unit plus $3.00 shipping nad _ handling to: 
RAP Enterprises 

P.O. Box 514 

Los Gatos, CA 95030 . 

All units are fully guaranteed and come with complete easy to follow instructions. 
All units are prepaid or shipped C.O.D. (Specify.) 

Watch for our new and upcoming equipment. 
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coinman of the month 


Selling Time 


conversation with Vegas 
operator Norman Little 


Norman Little got an early start in the business. 
That was in the thirties in Vancouver, British 
Columbia. He was fourteen years old when he went 
in with the son of a merchant who had machines in 
his store that couldn’t be fixed. In those days, 
Norm told Play Meter, “when the average 
American operator couldn't fix his machines, he 
would trade them in and we in Canada became the 
dumping off market for games that had problems in 
them. 

“So we became astute in repairs and an 
understanding of the coin machine business,” Norm 
went on. At avery young age apparently. “I got my 
first location when I was fifteen,” he told us. The 
operation run by Norman and his brother, 
gradually grew to some 800 locations and ran 
amusement games, bingo machines, one balls and 
jukeboxes. 

Eventually the brothers separated. "My brother 
went into cigarette machines,” Little said, “and the 
changing laws in Canada, those on operating one 
balls and bingos, drove me to greener fields.” 
Greener fields for Norman Little meant the desert. 
He arrived in Las Vegas, Nevada in 1951. 

There he dropped out of the amusement end of 
the business for a while. He went to work in a 
casino and in 1958 became the assistant general 
manager ofthe Nevada Club. Not too much later 
he became general manager. 

Finally, he opened his own casino, Honest John’s, 
and went on to open a total of four Honest John’s, 
allin Las Vegas. Although he’s since sold them, one 


fe 


2 ber Se Ms 
“We try to keep our games what we call factory 
fresh. Presentation: the cleaner the game, the more 


appealing it is, the more respect it gets.” 
still exists under that name. The others are around 
but now operate under different titles. 

Inttle continued to work in casino management, 
however, until about three years ago, when “a 
victim of overexposure,” he says, he at last got back 
into operating amusement machines. 

But the casino experience has by no means gone 
to waste. One reason we wanted to talk to Norman 
is his reputation as a merchandiser. He excelled in 
the gaming business, making a _ world-wide 
reputation for his concept for and merchandising of 
the silver dollar slot machine. 

He now operates over 1100 amusement and 
vending pieces in five states, Arizona, California, 
Nevada, New Mexico and Utah. His route is “heavy 
in pinball machines,” but he has pool tables, videos, 
jukeboxes and cigarette machines as well—but no 
gambling pieces. 

Inttle is not a joiner—he belongs to no 
associations — but enough of one to be married. His 
son Doug, once a basketball player at the 
University of Oregon, is now in sales in Eugene. 

Since he was out of the business for about fifteen 
years, we thought Norman might have some unique 
msights into “then and now.” We started our 
questioning there. 


PLAY METER: After being away from the 
business for fifteen years, you must have noticed 
some significant changes when you came back. 
What were some of these? 

LITTLE: Naturally, there were a lot of ideas that 


were carried on, but there were a lot of changes as 
well. I realized when I operated at a nickel that the 
coin denomination had to be changed and had to be 
changed to a quarter. It has. I noticed too that with 
rising costs it had to be changed from five-ball to 
three-ball. I feel I was the pioneer in three-ball 
play, one for a quarter in the Las Vegas area. Of 
course it might be easier to do here than in other 
communities because of the high income area it is. 
Three-ball is a must today. The price of today’s 
equipment against that of three years ago is 
actually two times—double the price in thirty 
months. When I predicted that price rise 30 months 
ago, everybody thought I was crazy. They'll be 
exactly $1200, I said, when I was buying them for 
$600, and they looked at me as if I were crazy. But 
I took a positive attitude on it, I prepared for it. I 
believe the distributor has to set games for three 
balls for a quarter. If the game is set that way 
(convertible to five balls, of course), it will make it a 
little easier on the operator. 
PLAY METER: What other changes did you 
notice? 
LITTLE: Well, the coming into solid-state turning 
from electro-mechanical. Actually some of the 
manufacturers have reverted to D.C. They were 
D.C. originally in the early days. In fact some of the 
companies that have dropped out were on D.C., like 
Jenco. And now the manufacturers are coming back 
with thumper bumpers that are D.C. The particular 
graphics of the machines are better, they're better 
made, though there’s still a long way to go. But the 
advent of solid-state I know is a progressive move 
and in the next two years we're going to see all 
solid-state pinballs. Generally speaking the game is 
a better built game; naturally the use of nylons and 
plastics has improved the electro-mechanical end of 
the games. The quality of workmanship I don't 
think has improved—I think it’s gone down—but 
that’s true in all industries, a result of mass 
production. The quality in lots of areas isn’t as good 
as it used to be, but again they’ve generally got a 
sounder machine on the market. 
PLAY METER: You're operating nothing but 
amusement games now, is that correct? 
LITTLE: Right. 
PLAY METER: That seems strange. How do you 
reconcile that, living in a state that thrives off 
legalized gambling, big money? 
LITTLE: I was in gaming for approximately 30 to 
35 years and, a victim of overexposure, I chose 
amusements. It’s lower keyed, but it has its 
advantages, especially in your being able to operate 
without having to be exposed to so many people. 
You become a product of overexposure when you 
work in casinos—you’re meeting anywhere be- 
tween three to five thousand people every day. 
Operating amusement games means a slower 
dollar, but you have a collector out there and you 
don’t have to personally meet each customer. It 
becomes the businessman that you're meeting, and 
you don’t have to meet as many. I was a victim of 
overexposure to be truthful. 
PLAY METER: While we're on the subject of 
operating in a gambling center like Las Vegas, let 
me ask you what’s in store, would you say, for the 


operators in Atlantic City where legalized gambling 
has just been passed? 

LITTLE: Nothing but success. The Atlantic City 
gaming is going to be tremendously successful. 
PLAY METER: How about the coin machine 
operators there, the amusement operators? 
LITTLE: There are going to be more tourists and 
that’s going to generate more money, including 
more money in the cash boxes. They've got 
something like 40 million people in a 300 mile radius 
to tap from; there will definitely be increased 
successes in that area. 

PLAY METER: Do you think the Atlantic City 
casinos will draw any people away from Las Vegas? 
LITTLE: Non, none whatsoever. Las Vegas has 
such a hold in the entertainment business—it’s 
taken us approximately 30 to 40 years to get to this 
stage. But growth is fantastic, and I believe that 
there’s enough money in the coin machine business 
for everybody. 

PLAY METER: Who’s going to get all the slot 
machine business over there? Is it going to go to 
existing operators or do you think gaming 
operators will spring up? 

LITTLE: New gaming operators will spring up. I 
don’t believe they'll be the people from here. The 
local people in the area will benefit, those that are 
taking the initiative now to invest. 

PLAY METER: Okay. When you say “local 
people,” you're talking about local people in 
Atlantic City who would invest in what would be a 
new enterprise for them. It’s not likely, youre 
saying, that some guy that’s got a pretty 
substantial amusement route would expand his 
horizons to include the operation of gaming 
machines. 
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“The coming of the microprocessor will allow 


more flexibility in designing appeal into a game and 
the manufacturers are going to use that.” 
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LITTLE: I don’t believe that you can mix 
amusement machines with gaming. 

PLAY METER: Why is that? 

LITTLE: I believe it’s a different type of dollar. The 
investment in the gaming business per se, not as a 
route operator, is tremendous; the rewards are 
great but the amusement operator is a different 
type of person, a totally different type of person. If 
you mix that type of money with gaming money it 
gets lost in its entirety. Naturally you'll lean to 
gaming. The amusement business is a demanding 
business, a detailed and a refined business where 
gaming is more concentrated in a one-route place. 
The structure of the licensing will make for that. So 
I don’t feel that amusements will be mixed with 
gaming. I don’t think it’s healthy. 

PLAY METER: Do you think we'll see what’s 
happening now in Atlantic City happen elsewhere 
in the country? 

LITTLE: Definitely, very much so. I think Montana 
has come up with a referendum for slot machines. I 
believe all over the country there is going to be 
more gaming. 

PLAY METER: Do you see gambling helping in any 
way? 

LITTLE: It'll help in licensing; it'll help people 
create jobs and create work and wages for a lot of 
people, including amusement operators. 

PLAY METER: So it’s of indirect benefit to the 
amusement operator? 

LITTLE: Absolutely; rather than direct. My own 
attitude towards gambling in America is this. I 
believe that there is nothing bad about it. Vegas 
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doesn't force anybody to play and when they play, it 
attacks their greed basically. That’s a matter of 
opinion, of course. But I think the gambler is a little 
more honest than the average businessman. It’s not 
a blind item he’s selling; he’s selling money. He 
says, “Here I am. Take a shot at me.” 

The stigma attached to Vegas is quickly going, 
but then I may be too close to the situation to really 
see it. But soon there'll be more gambling open. 
Atlantic City we mentioned. America will be more 
like England. There’s more gambling in England, in 
the city of London, than there is in the whole state 
of Nevada—most people don’t realize that. There 
are more slot machines in London than there are in 
Nevada. I think gambling is soon going to be 
accepted as a part of our way of life. I don’t believe 
anyone is going to stop it. It’s done everywhere 
now, but it’s done largely underground. All Vegas 
did was bring it to the surface so it is controlled, it 
is clean. 

PLAY METER: Let’s get back to the amusement 
business. Of major concern to most operators in the 
country now are the two matters of pricing and 
commissions. Let’s start with pricing. How were 
you able to get that quarter a play, 25 cents rather 
than the nickel that you were charging 20 years 
ago? When you started to operate again, did you 
begin at three balls, 25 cents a play or did you 
introduce that gradually? 

LITTLE: Right. My experience told me that people 
will accept and play a coin machine; all you have to 
do is put the price on it. It’s a matter of the cash box 
dictating the policy. Remember, we're selling time. 
Knowing that time related to the cash box is very 
important, how long it took to play a game, the only 
way I could see to increase the cash box receipts 
was to reduce the number of balls from five to 
three. But it helped in many areas. For example, it 
reduced the service calls, a cost item that is very 
important to the success of an amusement route: it 
reduced service calls by 40 per cent. 

PLAY METER: So you actually cut your wear and 
tear on the machines but your number of plays 
stays the same or close to it? 

LITTLE: Right. If there has been five balls, you 
will experience a slight down trend initally, and 
then all of a sudden it will be accepted. It’s a matter 
of acceptance, the customer’s psychological accept- 
ance. But you have to have the good will of the 
location owner; he must understand that it will 
show in the cash box. 

PLAY METER: How do you convince him of that? 
LITTLE: Time. You sell him in time. Is he really 
interested in the money or will he listen to his 
customers? No one comes up and slaps you on the 
back and says, “Great. We got three balls now.” It’s 
a matter too of changing your equipment, putting a 
different game in, a new game that they’ve never 
seen on five balls. On all our games we eall 
three-ball “Professional Play.” 

PLAY METER: You mean you have a label? 
LITTLE: We have a label; we put a card in that: 
“This game is approved for national pinball play. 
Professional Model.” The three-ball is thus a 
professional model. 

PLAY METER: How long did it take in fact for this 


lag period before both the player and the location 
owner were Satisfied? 

LITTLE: In lots of areas we just put them in and 
people accept what is there. Generally we just went 
ahead. Knowing that I could merchanise a dollar on 
a gaming piece I knew I could merchandise a 
quarter on an amusement game. I don’t know how 
to say it but I'll tell you what it takes: it’s just 
straight balls. 

PLAY METER: How did your competition react to 
this? 

LITTLE: Naturally they used it against me. But it 
was a weak operator who didn’t recognize the fact 
that he could have joined the bandwagon instead of 
fighting it, and I knew later, within the year, he 
would truly have no choice—he would have to sell 
less time for more money. 

PLAY METER: Did they hurt you 
beginning? 

LITTLE: Nope. I’ve never looked back. One 
advantage we had was good equipment, clean 
equipment. We have a way of bringing in a piece of 
equipment and bringing it back to factory fresh 
condition, what most people call reconditioned or 
cleaned, but I call it factory fresh. Presentation: the 
cleaner the game the more appealing it is, the more 
respect the player gives it. Also one of my ways of 
making for acceptance was making a more liberal 
game out of three balls. In other words, they 
couldn’t complain about the liberality of free games. 
PLAY METER: Do you mean that you would make 
it easier for them to win games? 

LITTLE: Right, at first. Where there were adjust- 
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ments of liberal, medium and _ conservative, 
we put it in the liberal position. 
PLAY METER: These adjustments that you are 
talking about, are they playfield adjustments? 
LITTLE: Playfield adjustments and plug-ins 
underneath the board in the back. 
PLAY METER: For the score? 
LITTLE: Not for the score, no; adjustments that 
affect the score. We pre-tested them in the shop 
and found out that we got down as low as one for 
one when we first started—we put in one quarter 
and got one free game—but gradually we came 
back to putting in two quarters to win one free 
game, which is the desire. 
PLAY METER: Is there any other way that you 
folks modify flipper games before you put them in 
installations to improve the play on these games? 
LITTLE: We do install a “Buy-A-Ball” feature on 
the third ball. 
PLAY METER: What does that consist of ? 
LITTLE: That consists of a wiring change so that 
on the third ball, a light comes on to instruct the 
player to deposit a quarter or use the credit button, 
if he has credits on the machine, for an extra ball. 
PLAY METER: Why would the player do that? 
LITTLE: To win. Say he’s very close to a winning 
score. All he has to do is use a credit or deposit 
another quarter and that gives him four balls 
instead of three. 
PLAY METER: But all he’d be doing is getting his 
quarter back if he wins. 
LITTLE: No, because he can win more than one 
(continued on page 49 ) 
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AMOA Plans Business 
Seminar for Denver 


The AMOA will hold its 5th 
Regional Seminar March 11-12 at 
the Airport Hilton Inn, Denver, 
Colorado. The site for the meetings 
was chosen to accomodate mem- 
bers who specifically requested a 
seminar be held in that area. 

The AMOA seminars are con- 
ducted for owners and management 
personnel by the University of Notre 
Dame’s Center for Continuing 
Education. Co-ordinator for the 
seminars since their beginning a- 
bout five years ago is Dr. Gerry 
Sequin, chairman of the department 
of management at Notre Dame. 

The 1977 seminar series will begin 
Friday morning (March 11) with a 
presentation by Dr. Sequin entitled 
“Management by Objectives and 
Results’’ (MBO). MBO is a system 
of management which ties all the 
manager's functions together in a 
co-ordinated effort aimed at reach- 
ing specific goals. Dr. Sequin’s 
presentation will introduce MBO 
techniques to apply to the oper- 
ator’s business. 

The Friday afternoon session will 
be led by Dr. John Malone, 
associate dean for graduate study in 
Notre Dame’s College of Business 
Administration. Dr. Malone, a regu- 
lar contributor to the AMOA 
seminars, will discuss ‘’Salesman- 
ship: The Road to New Business 
Development.”’ His presentation will 
attempt an in-depth exploration of 
salesmanship, its fundamentals and 
psychology, and will cover such 
topics as market research, customer 
analysis, negotiation, contract de- 
velopment, order closing and fol- 
low-up. 

The final session Saturday morn- 
ing will feature Ed Toepfer, presi- 
dent of the Edward Toepfer Co. and 
its affiliates Toepfer Security Corp. 
and Financial Equipment Co. Past 
president and a trustee of the 
Association of Locksmiths, Toepfer 
has been involved for 25 years in the 
development of locks and other 


security products. He has _ also 
served as a consultant to industry 
and law enforcement agencies. His 
topic, naturally, is security. 

Following lunch on Saturday, 
Toepfer and Malone will be further 
available to participants in special 
workshop sessions. 

The stated purpose of the 5th 
Regional Seminar is to help oper- 
ators “improve profit by tightening 
security, improving general manage- 
ment and increasing sales.’’ The 
seminars are a service provided by 
the association to help the operator 
“do a better job of managing his 
business,’’ according to AMOA 
Executive Vice-President Fred Gran- 


Tournament 


Another membership service of 
the AMOA is the book 7ournament 
Guidelines. This ‘manual for the 
planning and promotion of Eight 
Ball Pool Tournaments,” as it is 
subtitled, recently came to our 
attention. 

Written by Ward P. Brown, 
executive director for the Pocket 
Billiards Association of Illinois and 
currently president of the Pocket 
Billiards Association of America, 
Tournament Guidelines is a short 
and systematic study of an eight ball 
tournament beginning at a local 
level and ending with a state or 
regional championship. 

The value of this short manual is 
in its practical advice. There are 
hints on how generally to get a 
tournament started, on how to 
organize your tournament commit- 
tee and to commission the sanction- 
ing and the tournament director. 

Complete rules for matches, 
tournaments and the game of eight 
ball itself are included. And there 
are a number of forms you can use 
for reference in making up the 
necessary material to put on and 
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Dr. John Malone [right] at J/ast 
year’s AMOA seminar 


ger. The seminars have been a great 
success, Granger said. ‘’Every year 
we ask participants to complete an 
anonymous’ questionnaire. One 
question we always ask is, ‘Would 
you recommend this program for a 
similar group?’ The record so far is 
330 ‘yesses,’ 4 ‘undecideds’ and 
only one no. 

Participation in the Denver semi- 
nar is limited to 70. The registration 
fee of $100 (checks payable to the 
University of Notre Dame, CCE) 
covers all materials, Friday and 
Saturday lunch and the banquet on 
Friday evening. Room reservations 
should be made directly with the 
Hilton. 


Guidelines 


promote your tournament. These 
include a location sign-up form, 
news bulletin, player information 
flyers, promotion posters, pairings 
posters and winners’ certificates. 
There is also a_ section on 
tournament scheduling, including a 
formula to calculate the length of 
time it will take you to put on your 
finals.’” And finally the book gives 
a complete rundown on tournament 
budgeting and show an average 
budget worked out to help you 
calculate costs in advance. 
Tournament Guidelines costs 
$10.00. It is available as a 
membership service from AMOA, 
228 N. LaSalle St., Chicago, Ill. 
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It's too easy to overspend these 
days; 

What we need is a credit card built 

So that when we've exceeded our 
balance 

The computer will register ‘’Tilt.”’ 

— George O. Ludke 

in The Wall Street Journal 

for January 11 
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Chicago Council Legalizes Pinball 


Chicago operators are hurriedly 
looking for pinball games and 
distributors are rushing to fill orders 
following the Chicago City Council's 
January decision to lift a 26 year old 
ban on flipper games. 

"We have trucks lined up on the 
loading dock waiting for games,”’ an 
official from one distributing com- 
pany said. ’’That’s how things are 
like here.” 

One small operator happily re- 
ported that his cash box earnings at 
one location, a bar, quadrupled 
when he replaced a baseball game 
with a flipper. ‘It just cleaned up. 
It's fantastic.” 

Most industry officials predict 
that Chicago will absorb thousands 
of games. Bally Asst. Marketing 
Director Bill O'Donnell, Jr. said that 
Chicago will take between 6,000 and 
8,000 games, both new and used. 
“We'll be happy if we sell 2,000 to 
3,000,"’ he said. 

But other manufacturing officials 
caution against specific estimates, 
noting that fewer pinball games 
were sold than expected in New 
York when flipper games were 
legalized there recently. “It was 
thought 40,000 games would go to 
New York, but the actual number 
was something like 10,000,’’ said 
Jerry Marcus, marketing director for 
Stern Electronics, formerly Chicago 
Coin. 

Both Marcus and Bill DeSelm, 
sales director for Williams Electron- 
ics, attributed the weak sales in New 
York to poor licensing procedures, 
however, and used games held by 
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New York operators. ‘Chicago may 
be stronger,’’ DeSelm said, ‘’be- 
cause Chicago is more sprawling 
than New York, not as many sky- 
scrapers. And licensing won't be a 
problem here.”’ 


Sam Colber, sales manager for 


Atlas Music Company, a distributor, 


says that legalization has bolstered 
his firm’s sales by 40 percent. ‘The 
demand here is great, and it’s 
mostly for new equipment.’’ Colber 
added that the company could not 
build up its inventory before the new 
law passed because ‘’we would 
have been hanging on fire if we had 
stocked 200 to 300 games, and the 
law failed.”’ 

Amidst the optimism, there was 
at least one note of caution. Mac 
Brier, sales manager for National 
Coin, says the law may hurt some 
overly eager operators. ‘The or- 
dinance will give the local industry a 
shot in the arm. The manufacturers 
and distributors will make money, 
but the big question is what will 
happen to operators.” 

Brier fears that some operators 
will get in over their heads if they 
buy too much new equipment or put 
them in locations such as Ma and Pa 
taverns which are better suited for 
shuffle-alley or pool. “Any one can 
take on pinball machines, but the 
trick is to pay it back—we’re credit 
conscious,’ he said. 

All the operators have visions of 
top money when they think pinball, 
but many of the operators have 
never owned pinball games before. 
An operator, when he buys a pinball 


game, he has to take another 
machine off location and back to the 
shop or take on an extra burden.” 
Brier suggests the games will be 
more successful on locations that 
cater to a younger crowd. 

Frank Gumma, president of A- 
merican Vending Sales, is advising 
his customers to buy new equip- 
ment. ’’The consensus is that the 
customer will play anything now 
because he is not an expert at pins. 
But as competition increases, play- 
ers will demand better games. New 
York was covered by operators with 
old equipment, but they discovered 
they had to buy new equipment 
after a year. We're telling our 
customers to buy new or late 
models so they don’t have to buy 
again so soon.”’ 

Regardless of the eventual per- 
formance of the Chicago market, 
the legalization of pinball playing in 
the hometown of pinball manufac- 
turers is a symbolic victory. 

O'Donnell, Jr., who in addition to 
his: assistant marketing position Is 
also head of European sales for 
Bally, said it was embarrassing 
when European customers came to 
Chicago and asked where the 
pinball games were. 

“They have pinball everywhere in 
Paris, even in the cafes,’” O’Donnell 
said. "When we told them pinball 
was illegal in Chicago, they were 
incredulous. They want to know 
what’s wrong with the games that 
they're illegal. We have a lot of 
archaic laws here.”’ 
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Running a Local Tournament 


The key to a successful tourna- 
ment of any sort, of course, is to get 
the players to show up for it. After 
the people are there, an interesting, 
well-organized and fast-paced tour- 
nament will have to be run. 

Tournaments have to be planned 
weeks in advance with your location 
owner. Explain to the location 
Owner every minor detail of a 
tournament, or, better yet, have him 
Observe a tournament at another 
location. His knowledge of how to 
run a tournament is very useful to 
the operator and to the success of 
the tournament as well as future 
tournaments; he may even want to 
run the future tourneys on his own. 
He can collect the entry fees from 
day to day and he becomes the key 
educator of the players as to what 
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their first tournament will be like 
insofar as the rules, length of 
tournament, etc. are concerned. 
The operator will have to answer 
many questions for the beginning 
players. 

A day will have to be set with the 
players in mind. Do not set your 
first tourney on an off night hoping 
to fill in the gap in business, though, 
you may be able to do this in the 
future. Set your first tournament on 
a night that many players normally 
show up. 

Some players may have to be 
coaxed on their first tourney, but | 
have found they’‘ll coax you on the 
second. After the first tourney, 
players generally are already talking 
about a second tournament. If 
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players suggest anything about a 
tourney, make sure you listen with 
open ears because this is ‘‘gold”’ to 
the operator. The best procedure 
for a successful tournament is to let 
the players do the dictating. When 
the players ask for a_ tourney, 
chances are it will be successful. 

After you have discussed a tour- 
ney with your location and educated 
him on tournaments, discussed it 
with some players and set a date, it 
is time to make up an advertising 
poster. Make your own posters as 
the dollar savings are great. If you 
aren’t good in art, have a friend 
write them up with some magic 
markers on heavy paper. Usually 
draw a foosball man as an eye-catch- 
er. 

You'll only need four or five 


Figure 7 


posters for a small bar tournament; 
posters should be placed not more 
than five feet from the foosball 
tables in your advertising locations. 
On the poster you will need the 
time, date, amount of entry fee 
(usually $1.00), prize money (which 
is generally 40%, 30%, 20% and 
10% of the money; it is best for the 
operator and location to put some 
money in the pot), location and type 
of tournament. 

There are many types of tourna- 
ments such as draw-your-partner, 
mixed doubles draw-your-partner, 
mixed doubles, open doubles, sin- 
gles, pro-amateur mixed, and novice, 
[all of which were explainec' in the 
November issue of Play Meter], but 
no matter which tourney you select, 


it should be run as double elimina- 
tion. 

Double elimination tournaments 
are fairly self-explanatory; double 
elimination means simply that you 
have to be beaten twice before you 
are out of the tourney. This is very 
important to explain to all players 
before the tourney starts. A player, 
or team, who has been beaten once 
may still win the tourney with all 
other entries having been beaten 
twice. For an example of a double 
elimination four team bracket, see 
Figure 7. 

Remember tournament brackets 
can only be in powers of two such 
as 2, 4, 8, 16, 32, 64, etc. If you 
don't have the exact number for an 
eight-team tourney on a specific 
tournament night and you have, for 
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example, only seven teams, this 
means you will have to use an 
eight-man team bracket and throw 
the seven teams in a hat together 
with one bye; the bye takes the 
place of one team. Draw all the 
teams and the bye out and put them 
from top to bottom on the brackets: 
whichever team draws the bye for 
an opponent doesn’t have to play 
the first round and advances to the 
second-round winners’ bracket auto- 
matically. The bye is then carried 
into the losers’ bracket. If you need 
more than one bye, the byes should 
be drawn out first in a separate hat 
and put in every other slot, depend- 
ing cn how many byes you have. 
Try to have a bye in the first slot 
and end with a bye in the last slot; 


Simulated Picture 


GIANT SCREEN TV 
MAKES EVERYTHING 


COME TOLIFE 


And You Can 
Get Rich With It! 


Identify yourself with the leader. Now, you can 
team up with SONY and KODAK, the established 
leaders in the industry. 


We're looking for aggressive distributors to market 
the hottest bar item since video games... GIANT 
SCREEN T.V. If you’re our man, we'll give you 
something special with which to get rich! With- 
out incurring any additional sales costs, you can 
add $100,000 or more to your bottom line. 

Get your share of the boom profits by joining 

the leader offering these features: 


eSharp, Bright Pictures e National Factory Service 


Life Size Television draws more new customers, more @ Direct Projection @ Finest Lenses @ Flexible 
often, spending more money. Increases of 200% are not Installation e Full Accessory Line 

uncommon. Many bars pay off their systems in 3 

months or less! It costs so little per day and earns so Exclusive marketing areas still available, but 

much. GIANT SCREEN T.V. from MAGNA-VISION -.-- closing fast. Call today to reserve your area. Call 
a necessity for any bar. Jesse C. Levine, President. 


MAGNA-VISION 


(A DIVISION OF AUTOMAZING CORPORATION OF AMERICA) 


403 Elm Street, North Wales, Pa. 19454 
EAST OF CHICAGO CALL TOLL FREE 800-523-5315 
PENNSYLVANIA AND OTHER AREAS CALL COLLECT 215-646-3800 
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this should distribute them evenly. 
After the byes are on the card, draw 
the team names from top to bottom. 
The tourney is then ready to begin. 
You should have at least one table 
for each eight teams playing. 

Now you are ready to start a 
match. Generally, a match consists 
of three games, the winner being 
the team to win two games first. 
With the start of a match, basic 
rules should be gone over. All 
specific rules can be obtained from 
W.T.S.A., Post Office Box 2227, 
St. Louis, Missouri 63139. If possi- 
ble, | would suggest going over the 
following basic rules; too many rules 
bore the player. A match starts with 
the flip of a coin with the winner 
getting the option of either the ball 
drop or the table side: the flip loser 
gets the option not chosen by the 
winner. Second, after each match, 
the teams change sides. Third, the 
team scored upon gets the ball roll. 
Try to keep the tournament rolling 
fast, and as many teams playing as 
possible at all times; players do not 
like to sit around. 

Immediately after the tournament 
is over, all prizes and_ trophies 
should be awarded to winning teams. 
If circumstances permit, it may be a 
good idea to buy the players a.round 
of pop or beer for good public 
relations. If a date could be set for a 
future tourney, this is the time to do 
so for you are well on your way to a 
successful foosball season. Howev- 
er, do not try to overwork your 
location. Always ask your players 
when they are ready for another 
tournament. 


FROM JAPAN. - -TO JAPAN 


KAY A.CHIBA’S 


BONANZA 
ENTERPRISES LID. 


Port P.O.Box 111 Yokohama, Japan 
Telex : 3823764 KACLEX-J 


my Werts Novelty Co., Inc. 
for Every Kind of 
Punchboard and_ Ticket. 


Exclu. Manufacturers 
in Far East 
for Roman Dice Game. 
Largest Exporters 
for used Pachinko Ma- 
chine. Always ready for 
Conainer Load Shipment at 
the Lowest Price. 


Ardac, Inc. 
for Bank Note Acceptors, 
Yen Notes Changers. 


New Arcade Machines, 
Gaming Devices, Used 
Machines. Couner Games, 
Amusement for Kids, 
Vending Machines, 
You offer it 
We buy it!! 


Japanese made amuse. 
ment machines; New or 
Used. 

We can supply Any Japa- 
nese Game you Need. 
Used Bally Bingos and 
Slots, Almost Models. 


A Case for Internal Registers 
by Peter Lillios 


It has long been recognized by 
retailers that accounting for and 
controlling the cash receipts from 
sales made is a key factor in 
improving their net profits. The 
system they have found to be the 
best in control cash sales is the cash 
register. It not only records money 
received at the time of sale but 
provides management with other 
statistical data which can be impor- 
tant in sales analysis. 

The music and amusement indus- 
try has sales in excess of $4 billion, 
and these are generated from 
thousands of remote locations far 
from their managements’ eyes. But 
operators have been remiss in failing 
to recognize the importance of 
establishing a standard type of 
automatic auditing control in their 
operations. 

All too often, managements have 
failed to recognize the powerful and 


positive impact that a cash register- 


like system incorporated into their 
operation can make on profits. Asis 
every other business, we are subject 
to ever-increasing inflationary pres- 
sures. Increased equipment costs 
and increased wage demands are 
helping to create a general across- 
the-board increase in the cost of 
doing business. 

In such a_ hostile economic 
climate it becomes vital that we 
receive every sales dollar earned by 
our equipment. Without that we 
cannot possibly continue proper 
growth, maintain profit levels, and 
provide a reasonable return on our 
investments. Being a cash only 
business, we are especially vulnera- 
ble to drains on profits from both 
internal and external sources which 
can reach devastating proportions. 

Let’s take a look at some of the 
aspects of automatic internal audit- 
ing. If every operator were his own 
collector, the only needs for an 
internal coin register would be to 
gain an edge when soliciting 
locations, to build a favorable image 
with location owners, or to decrease 
time spent counting money in 
locations. However, with today’s 
operation that employs numerous 
people, internal theft can become a 


major problem. Any time a human 
being is placed in a position that 
involves handling money — particu- 
larly money that is virtually unac- 
counted for to begin with —theft will 
enter the picture. 

The industry’s current practice of 
determining an “‘average return” per 
machine location makes the opera- 
tor vulnerable to losing the end 
results of his efforts—the profits. 

Another prevalent problem, diffi- 
cult to recognize, is use of unautho- 
rized keys. The thief is usually smart 
enough to remove only a small 
amount from the machines over an 
extended period of time, so that he 
or she will stay within” the 
‘average return.” The internal 
register can pinpoint the problem 
location(s) or equipment and warn 
management of a potentially costly 
situation. 

| am sure you will agree that, if 
the internal register can greatly 
reduce or eliminate losses in just 
these two trouble areas alone, then 
it is well worth the investment. But 
there are many more direct and 
indirect benefits to be gained. 
These include image building and 
speeding collection time. Another 
example of an indirect benefit is that 
when you introduce a new and 
untried employee to a route, you will 
not have to depend so much on his 
honesty; all equipment will be 
protected. 

Management can base decisions 
about machine and location profit- 
ability on accurate sales statistics 
rather than historical estimates. 
Employee productivity and return on 
investments can be measured in 
terms of actual gross sales for 
internal comparisons. Collection 
procedures can be streamlined by 
reducing manpower requirements. 
Commission payments can be insti- 
tuted on a monthly basis, thereby 
providing operators with increased 
cash flow and correspondingly a 
larger cash float to work with. All of 
the above can be used to increase 
profit potential on existing loca- 
tions. 

At this point you might say, “I’m 
sold on the idea. Let’s equip every 


one of our machines at once.” This 
would not be a smart management 
decision. Neither would trying just 
two or three provide basis for a fair 
test in your operation. 

lf you are truly interested in the 
benefits to be derived from the use 
of an internal cash register, the 
following evaluation procedure 
should fit your needs. Take one or 
two of your routes which show a 
substantial cash receipts variation 
and equip them 100 per cent with 
registers. Have your supervisory 
personnel periodically check the 
readings, physically, either with the 
collector or independently and then 
analyze the results in terms of past 
route history. 

In this way meaningful compari- 
sons can be developed to judge the 
value of an internal cash register in 
your particular operation. 

Good profit management requires 
accurate control over your cash 
receipts. With today’s technology 
and the products available on 
today’s market, internal cash regis- 
ters have come of age. You should 
consider them for your operation. 
They can provide 24 hour a day 
profit protection on all your equip- 
ment. 
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Both Made in Chicago by the World’s 
Leading Chalk Maker... 


FIBRE CO., Inc. 


2003 W. FULTON ST.@ CHICAGO, ILL. 60612 


set to Fire? 
(Some Checkpoints) 


by Thelma Fair 


Not so many years ago, dismiss- 
ing an employee from your staff was 
a fairly simple matter. Today, it can 
be complicated and a single mistake 
can prove costly. The following are 
good check steps to use whenever 
the occasion for employee dismissal 
arises. 

The employer should cover every 
possible Federal Wage and Hour 
and regional employment regulation 
that may affect the specific individu- 
al. 

Before firing an employee, he 
should be sure a replacement for the 
specific individual is readily available. 
Any replacement who requires too 
much training can be an expensive 
one. This is an often overlooked 
point. 

In fact, time should be taken to 
discover whether or not it is wiser to 
straighten out the problem that is 
creating the grounds for dismissal 
than to follow through upon it. 
There may be another answer. At 
any rate, it is usually advisable for 
the employer to ask himself whether 
or not there is a possibility that the 
problem involved could not be 
better settled in some way other 
than through dismissal 

Can the dismissed employee 
possibly be taking business secrets 
along when he or she leaves? If that 
person goes to another firm with 
these, it may create losses far 
greater than retaining the individual 
on the staff. Second thoughts on 
any dismissal are advisable where 
these secrets might have major 
status. 

Has the firm made commitments 
to the employee that are as yet 
unfulfilled? If so, these could form 
the basis for a major and expensive 
lawsuit which, even if won, could be 
unpleasant. 

Does he or she have exceptionally 
high status with fellow employees? 
Sometimes the dismissal of a 


popular employee can cause chaos 
for a while in any firm. It might well 
be better to delay the dismissal until 
it can be prepared for. Along the 
same lines, still another question not 
to be overlooked is this: will the 
individual’s dismissal seriously af- 
fect the morale of those working 
with or around him or her? 

A check on whether the employee 
is involved in a major work task that 
is incomplete should also be made. 
This particularly applies where that 
task may be difficult to handle 
should it become necessary to start 
all over again without this particular 
employee. 

Spur of the moment employee 
dismissals are always dangerous 
procedure. Be sure that the step 
has been thought out and all facts 
involved have been gathered and 
authenticated. 

Pick the right time for any 
dismissal. If the step can be 
handled better two weeks later than 
at present from everyone's stand- 
point—that may be a better occa- 
sion. 


Be sure that the dismissed 
employee understands the real 
reasons for the. action. His 


imagination might conjur up some 
which could result in a great deal of 
harm to the firm. 

Finally, make sure that you have 
the right person on each occasion. 
It is easy to make a mistake in this 
area that can be costly to the firm in 
the future. 


QUOTABLE: 


“Although it is not an invariable 
rule, one of the signs of a successful 
business is a record of a low 
turnover of staff. Conversely, one 
finds that a high labour turnover is 
usually symptomatic of something 
radically going wrong.” 

— Colin Howard 
in Coin S/ot for January 15 
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Roger Sharpe 


Imperial 
Billiard 
Industries 


Offers The Coin Machine 
Operator The Finest: 


e PREMIER" 
CUE STICKS 


e BELGIAN 
BILLIARD BALLS 


e CLOTH 
e ACCESSORIES 


e SOCCER 
TABLE PARTS 
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Write today for our new 
1976 Catalog. 


Imperial Billiard 
Industries 


Eastern Office: 79 Hackensack St. 

E. Rutherford, N.J. 07073 (201) 935-9330 
Western Office: 2005 San Fernando Rd. 
Los Angeles, Ca. 90065 (213) 221-1114 


Of 


Import 


This column is probably more 
difficult to put together than many 
of you would imagine. Sometimes 
there are too few games out; other 
times too many. In this case the 
latter holds true as | find a barrage of 
games being introduced lately. 
Obviously, many of the models that 
I've run across are still in test 
market, and hence off limits for 
now. But I’ve counted at least 
sixteen pinball machines that are 
gracing arcades and playlands— and 
there’s no way in hell that | can do 
them all at once. So bear with me if 
you're waiting for the results of a 
particular machine. I'll get to them 
all and | hope in enough time so that 
whatever | may say can help you. 

What I've tried to do this time 
around is offer a potpourri of various 
models that were unveiled at the 
past MOA and should once again be 
in evidence at the A.T.E. They each 
offer some interesting twists and 
variations that should appeal to a 
wide range of players. 

So here goes another installment 
of Merry Pinball, Merry Pinball. Will 
Loretta and Charlie find true happi- 
ness? Can Mary find another way to 
wear her hair? Will Heather learn of 
the ways of the world and risk the 
opportunity to have her own show? 
Read on. And although | may not 
be answering all of the above 
questions, | should have enough 
surprises up my sleeve to keep you 
entertained for at least the next five 
or ten minutes. Enjoy.... 


Sega's RODEO 
Intriguing? Interesting? Different? 
All of these words hold true for a 
game that caused quite a stir when 
it made its debut at the Hilton. A 
two-player pinball machine that 
seemed to blow away many of the 
old myths concerning innovative 
design. But how does it shape up 
against the rest of the field? For 
that’s the only way to review this 


Foreign 


game. A rundown of the playfield 
features may give a clue to this 
solid-state creation. 

Without even playing the game 
it's easy enough to see that it’s 
going to be different. Three top 
lanes start off the action at a slight 
slanted angle. Two yellow roll-overs 
at the very top arc help to light 
values for the lanes which tie in with 
the three thumper bumpers. The 
thumper bumpers are a problem. 
The heavy plastic skirting tends to 
slow down rebound action and 
further weigh down the pace of 
play; whether they could take 
continual arcade punishment its yet 
another question that can’t be 
answered here. A give-away 
feature of 3000 points appears in an 
enclosed and slightly guarded locale 
at the mid-top right of the bumper 
area. 

The basic play of the game off the 
flippers is the mid- to bottom area of 
the field, where bucking horses 
make one almost forget that this is a 
pinball machine and not a novelty 
game. But once again, here is a 
different type of pinball machine, 
and the three-horse targets are part 
of that difference. The scoring? 
Every time the horses are hit their 
value increases. The center target 
also helps regulate a center post 
between the flippers. Tied into the 
action at this part of the playfield are 
two side kick-out holes that direct 
the flow of the game back to the 
flippers. 

An interesting departure to what 
most American players are used to 
is the variated bottom kickers which 
are curved outward giving an angled 
rebound when hit. At the left of the 
playfield one finds a side kick-out 
hole that directs action back toward 
the bumper area. The problem here 
is that the plastic guarding it from 
the bottom partially blocks any clear 
shot back up a left side lane. So 

(continued on page 44 ) 
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2 2. IWISH 
2 3 I CAN'T BELIEVE (SHE GIVES IT ALL TO ME! 
CONWAY TWITTY/MCA 40649 as STEVIE WONDER/Tamla T 54274F (Motown) 
3 5 TWO DOLLARS IN THE JUKEBOX BRICK/Bang 727 
EDDIE RABBIT/Elektra 45357 se oe 
4 7 LETMY LOVE BE YOUR PILLOW , 
: | 1042 
ME RTE DENIECE WILLIAMS/Columbia 3 10429 
5 6 DONT BEANGRY a CAMUENE 
VERS/Capitol P 4336 
DONNA FARGO/ABC Dot DOA 17860 arenneeuapie 
6 6 ENJOY YOURSELF 
6 1. STATUES WITHOUT HEARTS | 
THE JACKSONS/Epic 850289 
LARRY GATLIN/Monument 45 201 ee wean 
7 8 _ ARE YOU READY FOR THE COUNTRY/ SO GOOD WOMAN 
KC & THE SUNSHINE BAND/TK 1020 
WAYLON JENNINGS/RCA PB 10842 i; ae Dono eG 
8 10 SAYING HELLO, SAYING I LOVE YOU, SAYING GOODBYE JOHNNY BRISTOL/Atlantic 2360 
JIM ED BROWN & HELEN CORNELIUS/RCA PB 10822 
9 10 |KINDAMISS YOU 
9 4 BROKEN DOWN IN TINY PIECES MANHATTANS/Columbia 3 10430 
BILLY CRASH CRADDOCK/ABC Dot DOA 17659 10 11 DARLIN’ DARLIN’ BABY (SWEET TENDER LOVE} 
10 12 C.B. SAVAGE ss dueaiantetict 0'JAYS/Phila Intl. 283610 (CBS) 
ee ae ouecon me nichy Phi 11 9 YOU DON'T HAVE TO BE A STAR (TO BE IN MY SHOW! 
11 11 SHE TOOK MORE THAN HER SHARE 
| MARILYN McCOO & BILLY DAVIS/ABC 12208 
MOE BANDY/Columbia 3 10428 
12 13 WHEN LOVE IS NEW 
12 13 YOUR PLACE OR MINE 
ARTHUR PRYSOCK/Old Town 1000 
GARY STEWART/RCA PB 10833 
Se “si 13. 19 FANCY DANCER 
DORES/Motown M 1408F 
GEORGE JONES & TAMMY WYNETTE/Epic 850314 e DMD DERE Matawa 
14 15 | DON’T WANT TO LOSE YOUR LOVE 
14 17 LIARS ONE, BELIEVERS ZERO , 
EMOTIONS/Columbia 3 10348 
BILL ANDERSON/MCA 40661 
15 12 ~~ LOVEBALLAD 
15 9 SWEET DREAMS UTD/AGM 1847 
EMMYLOU HARRIS/Reprise RPS 1371 
16 17 SATURDAY NIGHT 
6 619 ~~ WIGGLE WIGGLE EARTH, WIND & FIRE/Columbia 3 10439 
RONNIE SESSIONS/MCA 40621 
17 14 KEEP MECRYIN 
17 2  UNCLOUDY DAY : 
| AL GREEN/Hi 2319 (London! 
WILLIE NELSON/Columbia 3 10453 
18 16 THE RUBBERBAND MAN 
18 24 TWOLESS LONELY PEOPLE SPINNERS/Atlantic 3355 
REX ALLEN, JR./Warner Bros. 8297 
19 18 SHAKE YOUR RUMP TO THE FUNK 
19 21 WHENIT’S JUST YOU AND ME 
Mea ate BAR KAYS/Mercury 73833 
20 23 WHY LOVERS TURN TO STRANGERS phabdetica eauheaie eR GAeiE 


Goris (RET BMI) casts ekuai ct tens, 97 
AIN‘T NOTHIN’ LIKE THE REAL THING 

Mike Curb & Michael Lloyd (Jobete, 

PAP). eects iaiks baal, crsdeanstcleadion cased heed 36 


Unichappell, BMI 
aerial Norman Whitfield (Duchess, 


Pearlman & D. Lucas (B. O’C 
POI cic oirccces thik ais eg cite 89 
DON’T LEAVE ME THIS WAY Hal Davis 


(Mighty Three, BMI) .............0......00........ 50 
DON’T TAKE AWAY THE MUSIC Freddie 

Perren (Bull Pen, BMI; Perren-Vibes, 

BP) he vere ions vbastSeavcusavtecdetech viriocd ee. 100 

DO IT TO MY MIND Johnny Bristol 

(Bushka, ASCAP) 0o0..0oo..cccecccccccccccccscccceceeees 42 
DO WHAT YOU WANT, BE WHAT YOU 

ARE Christopher Bond (Unichappell, 

BAND ea aceasta aeioa 46 
00 YOU hear toe: WE Bee peter 

rampton mo/Fram-Dee 

ASCAP) sbi cathesolerecacese eeeees bir shade Wain 80 
DREAMBOAT ANNIE Mike Flicker 

(Andorrafi, ASCAP) ooo cccccccccccceesee, 45 
DRIVIN’ WHEEL Dan Hartman (Knee 

Trembler, ASCAP) .........0000............, 35 
ENJOY YOURSELF Kenneth Gamble & 

Leon Huff (Mighty Three, BMI) ............ 13 


FANCY DANCER James Carmichael & 
The Commodores (Jobete/Commodores 


Top 20 Country 


YOU NEVER MISS A REAL GOOD THING (TILL HE SAYS GOODBYE) 
CRYSTAL GAYLE/United Artists XW883 Y 


FREDDIE HART/Capitol 4363 


Ent., ASCAP) ooo... ee ete ee 


FERNANDO Benny Andersson & Bjorn 
Ulvaeus (Artwork, ASCAP) 


FLIGHT ‘76 Thomas J. Valentino (RFT/ 
Don Kirshner, BMI) o.........cccccccccccccscecccceee 


FLOWERS Maurice White & Charles 


FLY LIKE AN EAGLE Steve Miller 
(Sailor, ASCAP) ouu....ecccccccccccscecccssecsseeecees 


FREE Maurice White & Charles Stepney 
(Ree-Drick, (BW) scisscccctsscvicicsisecntescdeed fez 


GLORIA Michael Stokes (Desert Moon/ 
Willow Girl, BM) ........cccccccccccccccccesececces 

GO YOUR OWN WAY Fleetwood Mac 
with Richard Rashut & Ken Caillat 
(Gentoo/New Sound, BMI) 

HAPPIER Denny Diante (Paulanne, BMI)... 

HARD LUCK WOMAN Eddie Kramer 
(Cafe Americana/Kiss Songs, ASCAP).... 

HEART ON MY SLEEVE David 
Kershenbaum {Irving BMI) ...................... 

HOT LINE Freddie Perren (Bull Pen, 
BMI; Perren-Vibes, ASCAP) 


See eee eee eee tenes 
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eae & C. Stepney (Pamjokeen, 
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LIKE DREAMING Kenny Nolan & Charlie 
Calello (Sound of Nolan/Chelsea, BMI) 
LIKE TO DO IT Casey/Finch (Sherlyn 
Harrick, BMI) ......... hai aes Pees: ee, 
NEVER CRY Bob Ezriin (Ezra/ 
Early Frost, BMI) 
WISH Stevie Wonder (Jobete/ 
Black: (Both ASCAP). sib icdiscnceacieterscunadis 
IF NOT YOU Ron Haffkine 
(Horse Hairs, BMI) 
IF YOU LEAVE ME NOW James William 
Guercio (Big Elk/Polish Prince, ASCAP) 
IN THE MOOD Prod, not listed 
(Shapiro, Bernstein & Co./Lewis, 
PSGARP) © vrcccccestedisscivestaheder neon cee na 


(Tauripin Tunes, BMI) 
JEANS ON Air Prod. (Math/ 
Dick James, BMI) 
JUST TO BE CLOSE TO YOU James 
Carmichael & Commodores (Jobete/ 
Commodores Ent., ASCAP) 


Listing 


48 


Top 20 Soul 


Was 


CAR WASH 


ROSE ROYCE/MCA 40615 


KEEP ME CRYING Willie Mitchell 
(Jec/Green, BMI) 
LIVING NEXT DOOR TO ALICE 
M. Chapman with Nicky Chin 
(Chinmichag;: BMD) «cs ccccscoscsdcevascaderscccesaectes 


(Kipahulu, ASCAP) 
LOVE BALLAD Larry Mizell & Fonce 
Mizell (Unichappell, BMI) 
any ME Freddie Perren (Unichappell, 
Vs, 2heveag erboreed sand detneinn aucestestveciaoian sashocs toes 
LOVE SO RIGHT Bee Gees & Albhy 
Galuten (Casserole/Unichappell, BMI) .... 
LOVE THEME FROM “A STAR IS BORN” 
Barbra Streisand & Phil Ramone 


(Brother - Bill’s, ASCAP) 
MADEMOISELLE Styx (Almo/Stygian, 
POSE) = <i dovcda hucsaitepohtnecgeonanévschibeedpiecs ean: 
MAN SMART, WOMAN: SMARTER Steve 
Smith (Chesdel, BMI) ........0...00cccceee 
MOODY BLUE Elvis Presley (Screen 
Gems- EMI/Sweet Glory, BMI 
MORE THAN A FEELING John Boylan & 
Tom Scholz (Pure, BMI) 
MUSKRAT LOVE Captain & Toni Tennille 
(Wishbone, ASCAP) 
NADIA’S THEME (THE YOUNG AND THE 
RESTLESS) Barry DeVorzon & Perry 
Botkin Jr., (Screen-Gems-EM1, ASCAP).. 
NEW KID IN TOWN Bill Szymczyk 
(publisher not listed) ..........cccccccccescceesees 
NIGHT MOVES Bob Seger & Punch 
Andrews (Gear, ASCAP) .........0...0ccce oe 
NIGHTS ARE FOREVER WITHOUT YOU 
Kyle Lehning (Dawnbreaker, BMl)........ 
9,999,999 Roy Dea & Dickey Lee 
(Lowery, BMI 
OPEN SESAME K. G. Prod. & Mr. Vee 
Prod. (Delightful/Gang, BMI) ................ 
PLAY THAT FUNKY MUSIC Robert Parissi 
(Berna/Blaze, ASCAP) 


ROCK‘N ME Steve Miller (Sailor, ASCAP) 
SATURDAY NIGHT (Maurice White & 
Charles Stepney (Saggifire, BMJ)............ 
SAVE IT FOR A RAINY DAY (Stephen 
Bishop, BMI) 
SAY YOU’LL STAY UNTIL TOMORROW 
Gordon Mills (Dick James, BMl)............ 
SHAKE YOUR RUMP TO THE FUNK 
Allan Jones (Barkay, BMI) 0000.00... 


SHE THINKS | STILL CARE Elvis Presley 
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(Jack/Glad. BME): ii neudivcnisonnid 75 
SOMEBODY TO LOVE 

Beachwood, ASCAP) 
SOMEONE TO LAY DOWN BESIDE ME 

Peter Asher (Sky Harbor, BM\l)............ 73 
SORRY SEEMS TO BE THE HARDEST 

WORD Gus Dudgeon (Big Pig/Leeds, 

ASCAP) 


eee reer ree ere eee eee err errr reer rr ree rere eee Tere eer errr erry) 


THE BEST DISCO IN TOWN (MEDLEY) 

J. Morali & R. Rome (Can‘t Stop, BMI) 94 
THE RUBBERBAND MAN Thom Bell 

(Mighty Three, BMI) 
THE WRECK OF THE EDMUND 

FITZGERALD Lenny Waronker & 

Gordon Lightfoot (Moose, CAPAC)........ 51 
THE THINGS WE DO FOR LOVE 10cc 

(Man-Ken, BMI) 


TONIGHT’S THE NIGHT (GONNA BE 
ALRIGHT) Tom Dowd (Cock & 
Trumpet, ASCAP) 

TORN BETWEEN TWO LOVERS P. Yarrow 
& B. Beckett (Muscle Shoals, BMI/ 

Silver Dawn, ASCAP) ............cccccceee 10 

UP YOUR NOSE Prestopino-Rhodes- 

Kaplan (Rotunda, BMI) 0.0.0.0... eee 95 


WEEKEND IN NEW ENGLAND Ron Dante 
and Barry Manilow (Unart/Piano 
Picker, BMI) 

WHAT CAN | SAY Joe Wissert (Boz 
Scraggs/Hudmar, ASCAP) oo... 

WHEN LOVE IS NEW John Davis & 

Sam Weiss (Mighty Three Music, BMI).... 87 

WHISPERING/CHERCHEZ LA FEMME/ 
C’‘EST SE SI BON Sandy Linzer 


(Miller/Fisher-Pink Pelican, BMJ)............ 4l 
YEAR OF THE CAT Alan Parsons 
(Dejamus, ASCAP; Chappell, BMI) ........ 37 


YESTERDAY’S HERO Jimmy lenner 
(Edward B. Marks, BMI) 
YOU ARE THE WOMAN Jim Mason 
(Stephen Stills, BMI) «0... cece 30 
YOU DON’T HAVE TO BE A STAR 
TO BE IN MY SHOW Don Davis 
(Groovesville, BMI) 0.0... cece eee 8 
YOU MAKE ME FEEL LIKE DANCING 
Richard Perry (Brainstorm, BMI) ............ 
YOU GOT ME RUNNING Steve Gibson 
(Dawnbreaker Music, BMI) .................. 
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TITLE, ARTIST. Label, Number, (Distributing Label) 
Now Was WKS. ON 


Be 6 | WISH 
STEVIE WONDER 


Tamla T 54274F (Motown) 8 
2 HOT LINE SYLVERS/Capitol P 4336 14 
1 CAR WASH ROSE ROYCE/MCA 40615: 11 
4 DAZZ BRICK/Bang 727 19 
3 YOU MAKE ME FEEL LIKE DANCING LEO SAYER/ 


Warner Bros. WBS 8283 15 


10 BLINDED BY THE LIGHT MANFRED MANN'S EARTH BAND/ 
Warner Bros. WBS 8252 11 


2 
3 
4 
5 
9 WALK THIS WAY AEROSMITH/Columbia 3 10449 10 
8 5 YOU DON'T HAVE TO BE A STAR (TO BE IN MY SHOW} 
| MARILYN McCOO & BILLY DAVIS JR./ABC 12208 20 
M14 «NEW KID IN TOWN EAGLES/Asylum 45373 6 
BER 13 TORN BETWEEN TWO LOVERS MARY MacGREGOR/ 
Ariola America P 7638 (Capitol) 9 
11 12. AFTER THE LOVIN’ ENGELBERT HUMPERDINCK/Epic 8 50270 13 
2 8 THE RUBBERBAND MAN SPINNERS/Atlantic 3355 19 
14 
15 


16 ENJOY YOURSELF JACKSONS/Epic 8 50289 11 
11 SORRY SEEMS TO BE THE HARDEST WORD ELTON JOHN / 
MCA/Rocket 40645 11 
7 TONIGHT’S THE NIGHT (GONNA BE ALRIGHT) 
ROD STEWART/Warner Bros. WBS 8262 17 
22 WEEKEND IN NEW ENGLAND BARRY MANILOW /Arista 0212 8 


7 23 LOST WITHOUT YOUR LOVE BREAD /Elektra 45365 9 
1 18 SOMEBODY TO LOVE QUEEN/Elektra 45362 9 
19 15 LIVIN’ THING ELECTRIC LIGHT ORCHESTRA / 

United Artists XW888 Y 13 


EX 24 1 LIKE DREAMING KENNY NOLAN/20th Century TC 2287 11 
21 17 STAND TALL BURTON CUMMINGS/Portrait 6 77001 17 
22 20 MUSKRAT LOVE CAPTAIN & TENNILLE/A&M 1870  ——‘18 

EEE3 28 NIGHT MOVES BOB SEGER & THE SILVER BULLET BAND/ 


Capitol P 4369 8 

24 19 | NEVER CRY ALICE COOPER/Warner Bros. WBS 8143 —-'18 

a o31 FLY LIKE AN EAGLE STEVE MILLER BAND/Capitol P 43727 

26 21 LOVE ME YVONNE ELLIMAN/RSO 858 (Polydor) 13 
27 25 NADIA’S THEME (THE YOUNG AND THE RESTLESS) 

- BARRY DeVORZON & PERRY BOTKIN, JR./A&M 1856 22 


40 HARD LUCK WOMAN KISS/Casablanca 873 5 
29 29 JEANS ON DAVID DUNDAS/Chrysalis 2094 14 
30 27 YOU ARE THE WOMAN FIREFALL/Atlantic 3335 22 
31 30 ROCK 'N ME STEVE MILLER BAND/Capitol P 4323 23 
32 32 LOVE SO RIGHT BEE GEES/RSO 859 (Polydor) 13 
33 35 SATURDAY NIGHT EARTH, WIND & FIRE/Columbia 3 10449 9 
34 26 MORE THAN A FEELING BOSTON /Epic 8 50266 18 
35 36 DRIVIN’ WHEEL FOGHAT/Bearsville BSS 0313 (WB) 10 


36 38 AIN’T NOTHIN’ LIKE THE REAL THING DONNY & MARIE/ 
Polydor PD 14363 10 


54 YEAR OF THE CAT AL ST 
43 SAVE IT FOR A RAINY £ 
53 GO YOUR OWN WAY FL 
1 
40 33 DISCO DUCK (PART 1) R 
41 34 WHISPERING/CHERCHEZ 
DR. BUZZARD'S 
42 42 DO IT TO MY MIND JC 
43 37 FREE BIRD LYNYRD SKY 
ZY 55 DANCING QUEEN ABB, 
45 49 DREAMBOAT ANNIE HE 
46 41 DO WHAT YOU WANT, 
DARYL HA 
47 48 ILIKE TO DO IT KC&TI 
48 52 IN THE MOOD HEN HO 
49 51 FREE DENIECE WILLIAA 
E60 «DON'T LEAVE ME THIS 
51 39 THE WRECK OF THE ED 
L 
52 44 SHAKE YOUR RUMP TO: 
53 46 KEEP ME CRYING AL G 
54 47 OPEN SESAME KOOL & 
55 45 NIGHTS ARE FOREVER 
JOHN FORD CC 
56 59 IT KEEPS YOU RUNNIN’ 
65 CARRY ON WAYWARD | 
M3} 80 «LOVE THEME FROM “A 
61 BE MY GIRL DRAMATIC 
50 THIS SONG GEORGE Hé 
68 LIVING NEXT DOOR TO 
57 SHE'S GONE DARYL HA 
66 LUCKY MAN STARBUCK 
72 BABY DON’T YOU KNC 

CHARTMAKER OF THE WEEK 

3 — B0ocie cnip 
BEE GEES 

RSO 867 (Polydor) 

66 62 FLOWERS/I DON'T WAI 


Charts cout 


SETTER 


5 JOP 100 


-WART/Janus 266 5 
JAY STEPHEN BISHOP/ABC 12232 8 

PEI nn MAC/Warner Bros. WBS 
8304 4 

cK DEES & HIS CAST OF IDIOTS/ 
RSO 857(Polydor) 24 

LA FEMME/C’EST SE SI BON 

ORIGINAL “SAVANNAH BAND''/ 

RCA PB 10827 9 


IHNNY BRISTOL/Atlantic 3350 10 
NYRD/MCA 1948 8 
\/Atlantic 3372 6 
ART/Mushroom M 7023 6 


BE WHAT YOU ARE 
LL & JOHN OATES/RCA PB 10808 10 


4E SUNSHINE BAND/TK 1020 Ys 


USE FIVE PLUS TOO/Warner Bros. 
WBS 8301 5 


AS/Columbia 3 10429 11 


WAY THELMA HOUSTON /Tamla 
T 54278F (Motown) 5 
MUND FITZGERALD GORDON 
IGHTFOOT/Reprise RPS 1369 (WB) 22 
THE FUNK BAR KAYS/Mercury 73833 11 
RREEN/Hi 2819 (London) 11 
THE GANG/De-Lite 1586 8 
WITHOUT YOU ENGLAND DAN & 
\LEY/Big Tree BT 16079 (Atlantic) 16 
DOOBIE BROTHERS/Warner Bros. 
WBS 8282 6 
SON KANSAS /Kirshner ZS8 4267 (CBS) 5 
STAR IS BORN” BARBRA 
STREISAND/Columbia 3 10450 5 
S/ABC 12235 5 
RRISON/Dark Horse DRC 8294 (WB) 10 
ALICE SMOKIE/RSO 860 (Polydor) 7 
‘LL & JOHN OATES/Atlantic 3332 26 
/Private Stock 125 7 
IW WILD CHERRY /Epic/Sweet City 
850306 3 


“eu 


NT TO LOSE YOUR LOVE ae ae 
Columbia 3 10347 


tesy of 13 


Now 


100 


Was 


100 


WKS ON 
CHART 
LOVE BALLAD LTD/A&M 1867 16 © 
THE THINGS WE DO FOR LOVE 10cc/Mercury 73875 2 
BETH KISS/Casablanca NB 863 21 
JUST TO BE CLOSE TO YOU COMMODORES/Motown M 
1402F 21 
9,999,999 TEARS DICKEY LEE/RCA PB 10764 11 
YESTERDAY'S HERO BAY CITY ROLLERS/Arista 0216 8 
SOMEONE TO LAY DOWN BESIDE ME/CRAZY 
LINDA RONSTADT/Asylum 45361 6 
C.B. SAVAGE ROD HART/Plantation/Little Richie PL 144 6 
MOODY BLUE/SHE THINKS | STILL CARE ELVIS PRESLEY / 
RCA PB 10857 2 
WHAT CAN | SAY BOZ SCAGGS/Columbia 3 10440 6 
LONG TIME BOSTON/Epic 8 50329 1 
IF YOU LEAVE ME NOW CHICAGO /Columbia 3 10390 25 
FLIGHT ’'76 WALTER MURPHY & THE BIG APPLE BAND/ 
Private Stock 123 11 
DO YOU FEEL LIKE WE DO PETER FRAMPTON/A&M 1867 16 
DARLIN’ DARLIN’ BABY (SWEET TENDER LOVE) O'JAYS/ 
Phila. Intl. ZS8 3610 (CBS) 4 
HAPPIER PAUL ANKA/United Artists XW991 Y 6 
IF NOT YOU DR. HOOK/Capitol 4364 5 
FANCY DANCER COMMODORES/Motown M 1402F 2 
PLAY THAT FUNKY MUSIC WILD CHERRY /Epic/Sweet City 
8 50225 32 
YOU GOT ME RUNNING GENE COTTON/ABC 12217 4 
WHEN LOVE IS NEW ARTHUR PRYSOCK/Old Town 1000 3 
GLORIA ENCHANTMENT/United Artists XW912 Y 1 
(DON’T FEAR) THE REAPER BLUE OYSTER CULT/Columbia 
3 10384 25 
| KINDA MISS YOU MANHATTANS/Columbia 3 10340 6 
SAY YOU'LL STAY UNTIL TOMORROW TOM JONES/ 
Epic 8 50308 3 
HEART ON MY SLEEVE GALLAGHER & LYLE/A&M 1850 8 
BABY BOY MARY KAY PLACE/Columbia 3 10422 12 
THE BEST DISCO IN TOWN (MEDLEY) RITCHIE FAMILY / 
Marlin 3306 (TK) 21 
UP YOUR NOSE GABRIEL KAPLAN /Elektra 45369 2 
MADEMOISELLE STYX/A&M 1877 10 
A FIFTH OF BEETHOVEN WALTER MURPHY & THE BIG 
APPLE BAND /Private Stock 073 34 
FERNANDO ABBA/Atlantic 3346 23 
MAN SMART, WOMAN SMARTER ROBERT PALMER/Island 
075 6 
DON’T TAKE AWAY THE MUSIC TAVARES/Capitol P 4348 12 
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music programming 


Truckin’ right along 


It was 3:00 a.m. when Paul pulled 
out of the loading area with his 
18-wheeler. It took a bit of strength 
to whip it around the other trucks 
that were parked nearby. Paul's rig 
was old, but fast. As a matter of 
fact, he always mentioned that he 
would rather have his old Ken- 
whopper than any other 18-wheeler 
around, even the newer ones with 
power steering and air conditioning. 

But this cold morning in February, 
Paul certainly didn’t have to worry 
about keeping the cab cool. He 
would have trouble keeping it warm, 
for it was touching near zero in 
Chitown. Paul was making his 
third run this month to L.A. with a 
load of beef. After downing five 
cups of coffee, he shot the diesel 
with primer, and climbed aboard. 
The powerful rumble of the mam- 
moth diesel still gave him a thrill as 
he started out through the first five 
gears. 

Usually, for the first few miles of a 
long haul, Paul didn’t turn on the 
radio. It was always a good idea to 
listen to the engine and try to 
anticipate any trouble that might 
occur before he got too far away 
from his base. Finally, ten miles 
out, he turned on the radio and 
found the familiar barking of the 
disc jockey on WZB, ‘50,000 watts 
of country power!” 

The sun began to light up the sky 
as Paul made his way towards L.A. 
He was now 150 miles closer to his 
destination. Time to eat. Paul 
eased the rig down the gears with 
precision and slipped in next to a 
Peterbuilt at Sam's, a popular stop 
for truckers, travelling salesmen and 
motorists lucky enough to have 
discovered it. 

Paul ordered his 


usual, and 


by Michael B. Klein 


stepped over to the jukebox. 
Fingering the quarter he had in his 
hand, Paul looked carefully for 
something to play. The problem 
was that all of the records in the 
jukebox were already big hits on the 
radio, and Paul had heard them at 
least a hundred times. Paul noticed 
a longhaired kid standing behind 
him. ‘Whatcha doing?” the kid 
asked, rolling back on his heels, his 
hands in his pockets, the standard 
cigarette hanging out of the corner 
of his cold dry lips. 

‘Looking for something to play,’’ 
Paul answered with hardly a glance 
at the boy. Paul's fingers were busy 
threading their way over the keys on 
the jukebox. 

“Hey, man, it's the same old 
Crap, isn’t it?’’ the kid chuckled. He 
then leaned forward, his bright eyes 
quickly ablaze, ’’If you’re gonna be 
here a while, the cat that owns this 
jukebox will be bringing in new 
records soon,’’ he said with great 
pride in knowing a bit of trivia that 
Paul didn’t know. ‘’Great,’’ Paul 
replied, and returned to eat his 
breakfast. 

Shortly after Paul began wolfing 
down his hash browns, a tall slender 
man entered with a stack of records 
tucked tightly under his arm, 
greeting everyone on his way to the 
jukebox. He noticed the kid and 
shouted out, ’’Rick! How’s it going? 
| got a great one for you this week!”’ 

The kid leaped from his seat. 
“Let's see!"", he demanded. ‘It’s on 


Warner Bros. Records! | didn’t 
know they were into country 
music. ”’ 


“Oh yeah,’’ the man who was 
Programming the jukebox — said 
assuringly. ‘They're putting out 
some of the best country singles. 


Like this one. By a fella named 
Larry Cheshier. You know, both 
sides of this single are so great, | 
don't know which side to feature, 
‘They've Got Millions In Milwau- 
kee,’ or ‘Lyin’ Time.’ Wanna _ hear 
“em?” 

“Hey, man, you don’t think | 
come down here to look at the 
truckers do you? Hell yeah, | wanna 
hear ‘em!”’ Both laughed. 

As the first tune came on, ‘’Lyin’ 
Time,” Paul thought back to an 
affair he had with a lovely girl some 
time ago. He'd never forget her. 
Why it was almost as if the guy who 
had been singing ‘Lyin’ Time’ 
knew all about it. And the other 
side about Milwaukee and drinkin’ 
beer...damn, it brought back mem- 
ories. Talk about a singer who 
could make you relive all of those 
moments. Paul paid the bill and 
went over to the man who owned 
the jukebox. 

“Excuse me, could you give me 
the number of that single? | want to 
pick it up as soon as! pull into L.A.”’ 

Sure, pal. It's on Warner Bros. 
WBS 8298. Kind of jolts ya, doesn’t 
it?”’ 

“Yeah, thanks.” 

Paul paid the bill, hopped into the 
cab, shoved the massive truck into 
gear, and onto the road. The radio 
played softly. Paul snapped it off in 
less than 30 seconds. Nothing 
seemed to satisfy him...not even his 
favorite country singer, Merle Hag- 
gard. He thought back to the 
jukebox owner and what he had said 
about the single jolting you. 

No, Paul thought. The guy was 
wrong. It doesn’t jolt you...it 
knocks you out. 


Freedom of Choice 


That's what reading magazines is all about. You choose what you want to 
read, when you want to read it. You have the freedom to properly assess 


what you like in these pages at your leisure. 


Reading Play Meter also gives you the freedom to compare product 
information from the coin-operated amusements manufacturers and 
service companies. If you would like to learn more about our advertisers 
and their products or services, feel free to find them in this alphabetical 
listing, then circle the corresponding number on our Reader Service Card 


between pages 8 and 11. 
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A.T.E. In Review: Best Show Ever 


When | go over to London to cover 
the A.T.E., | sometimes get the feel- 
ing that | am on another planet. The 
language, for instance, is of course 
the same, but the way it is used and 
pronounced is entirely different. For 
the first few days, you keep thinking 
that everybody is putting you on. But 
before long you realize that it is for 
real. You're really in that place you 
read about in your history books. 
And it was only a matter of hours to 
get you there. You might want to call 
the feeling Jet/Cultural Shock. It 
takes getting used to but soon you 
begin to understand what people are 
saying to you and you find out that 
you re not on another planet but 
simply in another country. 

It's difficult to say exactly how 
many Americans attended the A.T.E. 
this year, but it would be safe to say 
more than ever before. Group tours 
were organized by several different 
companies. Operator, distributor 
and manufacturer alike traveled to 
London to experience for themselves 
the world’s largest amusement 
machine exposition. 

On the Monday evening preceding 
the start of the show a formal cock- 
tail/welcoming party was held by 
World Wide Dist. of Chicago. The 
party was hosted by elder statesmen 
Nate Feinstein and Fred Skor. 
Among the more notable in atten- 


At the World Wide Pary. Mr. & Mrs. David Powell of 
Peter Simper Sound (a British operator), Fred Skor, and 
39 Chuck Arnold and Noel Beasley, Ramtek executives. 


dance were Sam Stern and Jerry 
Marcus of Stern Electronics, Marty 
Bromley of Segasa, Williams’ Jack 
Mittel, Ramtek’s Noel Beasley and 
Chuck Arnold, and Rowe Dedham‘s 
Marshall Caras. 

On the second night of the show, 
Atari hosted an evening of cocktails 
in the Picadilly Room of the lush 
Inter-Continental Hotel. The usual 
Atari contingent of Nolan Bushnell, 
Joe Keenan, Gene Lipkin and Frank 
Ballouz hosted. In attendance was 
just about every American at the 
show. 

The A.T.E. itself was a _ vast 
improvement over prior years. Unlike 
last year, when anyone had access to 
the Alexandria Palace exhibition 
center, those attending this year’s 
show had to register and pay an 
admission fee. In other years, one of 
the biggest problems at A.T.E. has 
been the problem of identifying 
visitors. With virtually anyone having 
access to the hall, the show attracted 
countless parents eager to treat their 
children to free entertainment at the 
exhibitors’ expense. The registration 
ended that. Visitors were required to 
show identification and were given 
badges. As a result the show didn’t 
appear as crowded as usual, and 
everyone there belonged. 

The international flavor of the 
show abounded. An attendance list 


would probably read like an inter- 
national Who’s Who for the _in- 
dustry. People came from all parts of 
Europe, from the Far East, Australia 
and even South America. 

From an American viewpoint, the 
A.T.E. held a few surprises for its 
U.S. visitors. Usually the U.S.-made 
games on display at A.T.E. are the 
same games shown earlier at MOA. 
This year a few of the American 
manufacturers decided to use the 
show to introduce some new 
products. This was a _ welcome 
change and a good move, too. 


NEW RELEASES 

Heading the list of new games 
released at A.T.E. would have to be 
Atari's first pinball, the solid-state 
Atarians. Since Play Meter’s resident 
pinball expert Roger Sharpe was 
unable to attend the show, some 
description and comment on this 
new game is certainly in order. 

The first thing one notices about 
the Atarians is its size. It is visibly 
wider than the standard pin. The 
head of the new machine is also 
noticeably less deep. The reason is 
no inner workings. The scores for all 
four players are displayed L.E.D. 
style in the lower left hand corner of 
the playfield. The decorative back- 
glass is attractive though and bright. 

The top portion of the playfield 


Also at the party, Ralph Mandell of Associated Leisure, 
\Mary Bromley of Segasa, host Nate Feinstein, Bill Ruffler 
of Ruffler & Deith and Sam Stern of Stern Electronics. 


consists of five hole targets and three 
D.C. bumpers with the usual ‘“when 
lit’’ feature. In the upper left and right 
of the playfield are two holes. The 
left collects bonus while the right is a 
rather unusual extra ball feature 
displaying the number of times it Is 
scored. In the center of the playfield 
on either side are two re-entry skill 
gates through which the player can 
return his ball to the top of the 
playfield or into the ball alley for 
another plunger shot. Directly in the 


Paul Jacobs [center foreground| shows off Car Polo 


on the stand of Ruffler & Deith. 


center of the field is a U-shaped 
target that advances bonus. It is 
flanked by posts to deflect the errant 
shot. Rollover targets are positioned 
throughout and activate a gate and 
advance bonus features. Uniquely 
these targets are as if painted right 
onto the playfield. There are no 
moving parts; their functioning is 
instead magnetic. 

The bottom of the playfield 
consists of two pairs of flippers. The 
Italian bottom has the metal wire 


ramp that divides the outhole on 
either side to return the ball to the 
flippers for skill shots. In all the 
Atarians is a decent four-player 
game. We foundita little bit fast, but 
at the recommended pricing of 25 
cents per three-ball game, that can 
only mean a heavier cash pan. 

But Atari wasn’t the only U.S. 
manufacturer to display its first 
pinball. Meadows Games shared its 
new solid-state pin Sea Avenger. 
Unlike the Atari game, Sea Avenger 


The first in a long line. Gil Williams, Joe Keenan, Nolan 
Bushnell and Frank Ballouz, the Atarians from Atari. 


AMERICAN SHUFFLEBOARD 
SCORES AGAIN FOR YOU 


American's Great Tables Now Have a Brand New Scoring System 


Mi Designed to Make More 


Money for You 


Now Every Game is Paid For 

MENo Moving Parts for Years of 
Trouble-Free Performance 

MELarge Digital Numbers for Easy 
Recognition Even in Bright Sunlight 

MM Beautifully Designed to Attract Play 

MiCan Be Installed on Most 
Shuffleboards Now in Use 


SCORE WITH US 
# 


SHUFFLEBOARD COMPANY 


210 Paterson Plank Road, Union City, New Jersey 07087 (201) 865-6633 


NEW SOLID STATE SCORE UNIT 


Co HILIW AVId 


“ PLAY METER 


is a two-player that is standard in size 
and employs the L.E.D. in the 
backglass for score display. 

The unique feature about the 
Meadows pin is its movable play- 
field. Two buttons situated on top of 
the bottom rail actually tilt the field 5 
degrees from side to side. This 
feature also allows the playfield to be 
turned completely upside down for 
servicing. 

The playfield itself consists of 
several staionary targets and the 
usual pop bumpers. Other features 
included two unusual spin targets 
and a small pachinko-like maze 


positioned in the lower left-hand 
corner. A single pair of flippers with 


Showing on the Streets stand. M.G. 
Collins of Streets, Lee Peppard and 
Cal Rogers of Tournament Soccer. 


.§ POTATION 
« 44 COUNT 
8 BALL 


Chumming it up at U.S. Billiard 
stand are Al Simon, Dick Simon, 
Wiggo Doring of Seevend, Ham- 
burg, Len Schneller of U.S.B. 


Gremlin visit Belam’s Stand and 


Ronald McGill, Paul Schmidt 


and Bob Haim. 


out holes on either side provide the 
player with some challenge in getting 
the ball back to the top of the game. 

Another big U.S. attraction was a 
new one- to four-player driving game 
from Exidy. Outwardly similar in 
appearance to Indy 4, Exidy’s Car 
Polo features four steering wheels 
and a 23 in. color monitor. Each 
team or player has a goal similar to a 
socceer goal situated at one end of 
the playfield. A ball is put into play in 
the center and the idea is for each 
player to push the ball into his 
opponent's goal with the nose of his 
car. The action is fast and furious 
and winning demands some team- 
work. Car Po/o is a good game and 
proved one of the most popular at 
the show. 

Two more companies joined the 
growing group now _ producing 
blocking games. Atari and Midway 
showed their versions, Dominos (A- 
tari) and Checkmate (Midway). 
These are basically similar to 
Gremlin’s Blockade, Meadows Big 
Foot Bonkers and Ramtek’s Barri- 
cade. The Atari twist is that the walls 
are rows of dominos, and when one 
is run into it topples like a string of 
dominos. The Midway novelty is a 
series of random remarks that the 
monitor displays at intervals during 
the game. 

American visitors had to turn away 
from most of the rest of the shows 
offerings, simply because much of it 
was gaming equipment. In_ all 
though, it was another successful 
show with plenty of orders being 
taken for all kinds of equipment. 


Among the many Americans in 
attendance at the show were: Louis 
Boasberg, N.O. Novelty; Si Reid, 
Bally Dist., Reno; Mr. & Mrs. Joe 
Robbins, Empire; Nate Feinstein & 
Fred Skor, World Wide; Marshall 
Caras, Rowe-Dedham; Ed Miller, 
Taito: Ira Bettelman, C.A. Robinson; 
Dick Sarkisian, Mondial; Jeff Selig- 
man, Operator Sales; Barry Fein- 
blatt, Universe Amusements; Bill 
Arkush & John Pfaff of Kusn n’ 
Stuff; Morris Nahum, Amico; Bob & 
Mark Haim, Belam. Also Paul & 
Bobbie Braun of Allied; Nolan 
Bushnell, Joe Keenan, Gene Lipkin 
& Frank Ballouz of Atari; Bill 
O'Donnell, Jr. & Norm Clark of 
Bally; Larry Smith, Brunswick; Sam 
Stern & Jerry Marcus of Stern; Bill 
Ricket, John Lewis & Bob Stuart, 
Dynamo; Pete Kauffman, Howell Ivy 
& Paul Jacobs, Exidy; Alvin Gottlieb; 
Frank Fogelman & Jon Meyers, 


Gremlin; Lyla Zinter & Harry Kurek, 
Meadows; Larry Berke, Midway; 
Satish Bhutani, P.S.E.; Chuck 
Arnold & Noel Beasley, Ramtek; Dr. 
David Rockola; David Rosen, Sega; 
and Cal Rogers and Lee Peppard, 
Tournament Soccer. 

This is by no means a complete 
list. We didn’t leave your name off 
intentionally, but if we did, let us 
know. 


Prices Reduced! 


Reconditioned — Refinished 


AMUSEMENT 
GUNS 


C.C. BIGTOP TWIN ............. $550 
C.C. FUNLAND ...........ecceeee 750 
C.C.TRAPSHOOT ...........0025 695 
C.C. FOREIGN LEGION........... 695 
C.C. SHARPSHOOTER ........... 295 
Midway HAUNTED HOUSE....... 295 


Allied CRACK SHOT TWIN........ 


TERMS: 3 Dep., Bal. Sight Draft 


call or write for list of all 
types of coin operated equipment 


WORLD WIDE 


distributors co. 


A Div. of American Recreation Group 
2734 W. Fullerton, Chicago, IL 60647 
Phone: 312/384-2300 


Reconditioned 
Equipment 


A.C.A. Sports Center 

ALLIED Ski Game 

ALLIED Fire Power 

ALLIED Street Burner 

AMUTRONICS Bowl-A-Tron ... 

CHICOIN Star Hockey 

CHICOIN Night Bomber 

CHICOIN Slap Shot Hockey .... 

CHICOIN Funland Rifle 

CHICOIN Fascination ........ ‘ 

MIDWAY S.A.M.I..........5. ; 

MIRCO Champion Soccer ..... 

BOW-MAC Dog Fight upright. . 
| BOW-MAC Dog Fight cocktail . 


¥% Dep., Bal. Sight Draft 
Write for list: Games--Phonographs 


ATLAS MUSIC CO. 
2122 N. Western Avenue 
Chicago, ILL 60647 
Phone: (312) 276-5005 


Established 1934 


classified 


WANTED: WILL PAY CASH FOR AMI WALLBOXES 
WRA, WRB, WRC MODELS AND HIDEAWAYS. Must 
be clean and complete, not necessarily shopped. Call 
617-666-4900 or write: MELO-TONE VENDING, Inc., 130 
Broadway, Somerville, Mass. 02145, ATTN: H. 
Hoffenberg. 


Coin Sorter Speeds Counting 


. A, * Sorts, stacks, groups 
ae and counts 

_¥ © Aids wrapping 

— ¢ Verified counts 


° Cuts time by 50% to 
75% over hand work 


Only $39.95 


y Write for free details or 
wi order now for two week 


pos ae free trial 
NADEX Industries Inc. Dept. 17426 
220 Delaware Ave., Buffalo, N.Y. 14202 


Ramps 
sort 

COINS by 
diameter 


FULLY EQUIPPED ENTERTAINMENT ARCADE IN 
major So. Calif. shopping center! Also does outside 
service/parts for other locations. VERY PROFITABLE! 
$59K P.O. Box 91916, Los Angeles, CA 90009 


FOR SALE: Silver Sails, Ticker Tapes, Blue Chips, Stock 
Markets, and all OK Games. Also Keeney Red Arrows, Sweet 
Shawnees, Bally Jumbos and Super Jumbos. Also other 
uprights. Call WASSICK NOVELTY 304/252-3791, Morgan- 
town, W.Va. 


FOR SALE: Spint of ‘76 $845, Volley $645, Super Soccer 
$740, Magnotron $675, “300” $840, Space Mission $910, 
Bow and Arrow$865, Old Chicago $825, Rogo $660, Wizard 
$890, Road Runner (as is) $145, Top Ten $575, Cinema $710, 
Speed King $425, Rock On $775, Super Shifter $525, 
Chopper (motorcycle) $500, Knock Out $575, Grand Prix 
$250, Monte Carlo $275, Air Attack $425, Outlaw$895, Crash 
'n Score $925, Quiz Show $750, Stunt Cycles $1050, Qwak 
$500, Goal 4$425, Flim Flam I$425, Bombs Away $510, Drop 
Zone 4 $395, BrPlanes $750, Racer $1050, Ball Park $550, 
Gun Fight $1045, TV Goalee $410, Pace Race (as is) $195, 
Tennis Toumey $195, Fire Chief $550, Big Shot Rifle $800, 
Swagrab $995, Bumper Pool $225, Pachinko $325, Air 
Handball $425, Royal Flush $955, Twin Jokers brand new 
$465 each or $450 for two or more. NEW ORLEANS 
NOVELTY CO., 1055 Dryades Street, New Orleans, La. 
70113. Tel. 504/529-7321. Cable NONOVCO. 


FREE UP-TO-DATE CATALOG and samples showing 
vending machine labels, manufactured to meet your 
local requirements. SETON NAME PLATE CORP., 
2050-Boulevard, New Haven, Ct. 06050 


FOR SALE: 18 Pokerinos, working on location at Seashore 
Resort. Call 215/AD3-2322. 


WANTED 
¢ Old Gaming Machines 
¢ Old Counter Games 


e Old Juke Boxes (Pre 


SCHOOL FOR GAMES & MUSIC. TWO AND THREE 


WEEK COURSES. Phonos, Flippers, and Bingos. By 
schematics! CAL’S COIN COLLEGE, P.0. Box 810, 


FOR SALE: Collector and/or museum pieces. One 1921-22 
Mills 5-cent cast aluminum case, ow design, $3000. One 
Cailey 5-cent, late twenties (first jackpot mode), mint 


¢e Old Nickelodeans or Orch- 


* Old Arcade Games (pre 1940) 


1948) © Old Pinballs (Pre 1950) 


Or write to me at 300 South 
Lewis, Sioux Falls. S.D. 57103. 


condition, $2000. One music box, make unknown, has 
hotcomb and hoke changer, 1927 model. Inquire 
“Red” at GALESBURG MUSIC, Box 212, Galesburg, ll. 
61401. Tel. 309/342-8356. 


Nicoma Park, Okla. 73066. (405)769-5343 


WANT LIST 
Wurlitzer Phonographs 


COIN COUNTING, SORTING, PACKAGING MACHINES, 
hand, electric, repairs, parts, Downey-Johnson, Klopp, 
Abbott. Changemakers, free literature. “If you don’t 
buy from us, you pay too much!” AKRON COIN 


1515 E. 11th, Tulsa, Okla. 74120, Tel. 918/742-5144, 


i Se oe 
WANTED — EXPERT BINGO MECHANIC. No drunks, 
derelicts, or drifters. No managers — workers only. 
COLLINS MUSIC CO., INC., 1341 Rutherford Rd., 
Greenville, S.C. 29609. Call TOLL FREE: 1/800/845-5160. 
i ee ee 


ALL YOU CAN GETI!! 
The Gem Vending Co. 
305/685-5681 


price 


There are over 50 companies manufacturing 
games today. Add to that phonograph and vending 
manufacturers. 

There are 150 to 200 new machines entering 
the market each year. In our Winter issue we added 
fifty five. 

| How to keep up with the trends in prices be- 
comes a greater problem each day. We have to 
dig deep and we do! 
THERE IS A SIMPLE SOLUTION 
THE DRA PRICE GUIDE 

The information we provide is vitally important 
to the success of your business. 

We list new games, phonographs and vending 
machines as they are released by manufacturers. 

We publish a consensus of advertised prices 
plus staff judgement on used equipment. 

We maintain, on an ongoing basis, these listings 
as long as equipment is marketable. 

For complete information and a MINI Booklet 
just fill out this coupon and mail to: 
DISTRIBUTORS RESEARCH ASSOCIATES 
262 N.W. 29th St., Miami, Florida 33127 

PHONE (3805) 576-2721 
Company Name 
Name 
Address 
City 
Zip 


e Literature, Brochures or 
Operating Manuals on same 
Call person to person COLLEC 
to E.J. Cummings (605)336-3398. 


estrians 
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Be a winner with Midway’s 


TO BE GIVEN AWAY! 


Win a free 1977 Datsun 280-Z 


Quality CB Radios 

...and dozens of other valuable prizes, 
all free when you enter Midway’s 
fabulous 280-ZZZAP SWEEPSTAKES! 


SEE YOUR LOCAL MIDWAY 
DISTRIBUTOR TODAY 

FOR MORE INFORMATION 
& SWEEPSTAKES 

ENTRY FORMS! 


NO PURCHASE NECESSARY 
Void in states where prohibited by law. Employes of 


Midway, Bally, participating distributors and their 
families not eligible. 


Arcade Machine Buying 


lf you've followed the series of 
articles I've done for Play Meter, 
you are now aware of the important 
things to look for and avoid in an 
arcade lease. You also know how to 
select the optimum site for your 
arcade. In this article, I‘d like to talk 
about the types of machines you 
should place in your arcade. 

The exact number of machines 
you set in your arcade will depend 
on a number of conditions—size of 
store; gross income needed; your 
financial situation; etc. On the basis 
of your analysis of these various 
facts, you will decide on the right 
number of machines for your 
arcade. 

Before you purchase all of your 
equipment, however, you should be 
aware of the fact that different areas 
will have clientele who prefer 
different types of games. In order to 
provide yourself with maximum 
flexibility, you should determine the 
number of machines your arcade 
requires and, then, make an initial 
purchase of 75 percent of that 
number. You can then purchase 
additional games as you determine 
the playing preferences of your 
customers. A side benefit of this 
approach to buying is that, by 
slowly adding the additional 25 
percent of your games, you will give 
the impression of an expanding 
operation— your clients will begin to 
look forward to the new game 
you’re going to add next month. 

Your first purchase should be an 
air hockey table. This is a must 
game and many arcades have two 
or more. The game is relatively 
maintenance free except for clean- 
ing of the playing surface and 
clearing cluttered goals. One 
caution about the table— pucks tend 
to lift from the surface and become 
airborne hazards. This problem can 
be controlled by using one of the 
following techniques: 

1. Several local arcades strictly 


by J.W. Sedlak 


control the players and allow no 

hard hitting. . 

2. One of my distributors (Al 
Kress, Coin Machine Distributors, 
Peekskill, NY) has suggested a 
6” to 8” shield mounted along the 
edges of the machine. 

3. In our own arcades, Putt 
A-Round erects a wire mesh 
enclosure around the table to 
keep the flying pucks confined. 
Another popular game which is 

rapidly becoming a must piece is the 
foosball table. Appeal on this game 
still seems to be a regional type of 
thing, but it is spreading rapidly. A 
key to creating enthusiasm among 
your customers is to have someone 
proficient at the game come into 
your store and play. After watching 
such a demonstration, your custom- 
ers will stop looking at the table as if 
it were a toy and start playing 
seriously. Once this happens, 
you've got them hooked. 

Of course, one of the major 
money makers in your arcade will be 
the pinball machines. A good game 
will be a consistent profit-generator 
for a long period. Although the 
exact number of pinballs you place 
in your arcade will depend on the 
interests of your customers, you 
should plan on % of your games 
being flippers (i.e., if you have 18 
games total, you should have 6 
pinball games). This should give 
you sufficient numbers to attract the 
avid pinballer while allowing you the 
flexibility to install a number of 
diverse machines. Before purchas- 
ing the pinball machines, make sure 
you check local and state laws to 
determine what is legal. In New 
York State, for example, you cannot 
have machines that give free games. 

In some cities, you cannot have 
pinball machines at all! 
' Now that we have the basic 
games, it’s time to select the various 
arcade pieces to round out the 
compliment of machines. It is 


through the proper choice of arcade 
equipment that you will make your 
business appeal to the widest 
possible range of people. The first 
arcade piece should be a driving 
game. This can be an established 
electromechanical game (such as 
Speedway or Supershifter) or a 
more sophisticated, and more prof- 
itable, TV game (like Trak 10 or 20, 
Wheels, LeMans, etc). Teenagers 
today, as yesterday, have a fascina- 
tion for cars. We have found that 
our TV driving games generate 
significantly more profits than any 
other single piece. Your arcade 
should contain two or three driving 
games. 

The next piece you_ should 
purchase is a good shooting game. 
The newer rifle games which 
incorporate 3-D effects are very 
popular equipment. A number of 
older games still hold their attraction 
and can be used. Speaking of older 
games, I'd like to digress a minute 
from listing the types of games you 
should buy, and examine another 
important question: Should you 
buy new or used equipment? The 
answer is YES. New equipment 
offers the latest in player appeal and 
up-to-date electronics. The older 
games usually have a much lower 
price tag but are more prone to 
mechanical problems and will, gen- 
erally, lose their player appeal faster 
than the newer game. Of course, 
with the low price tag, you may be 
able to buy three or four old games 
with the same money as one new 
game. Thus, you can continuously 
introduce different games to your 
arcade. In summary, you should 
plan on at least 80 percent of the 
games in your arcade being used 
machines (if sufficient used equip- 
ment is available). 

In the earlier discussion on driving 
games, | made mention of TV 
games. This is another category of 
equipment which should be placed 


HILIW AV Id 


w 
on 


PLAY METER 


— 
=P) 


in your arcade. TV games come in 
all shapes and sizes and new 
games are being introduced rapidly. 
The arcade owner snould be careful 
about purchasing untried TV games 
since they are usually costly and 
the small arcade owner does not 
have the flexibility of moving the 
pieces from location to location in 
the hopes of recovering costs. It is 
suggested, therefore, that you delay 
any purchase of new TV games until 
their appeal is proven. Unless you 
are fighting a near-by competitor, 
your customers will be just as happy 
with the game when it is a year old. 

TV games, in general, will do 
much to add to the appeal, and, 


therefore, the profit of your opera- 
tion. Many older clients are 
fascinated by the ingenuity of the 
devices and will not only play the 
games, but will bring their friends 
back to see them. 

There are another whole series of 
games that will round out your 
arcade and make you_ decent 
income. These games encompass 
everything from helicopters, air- 
planes, and submarines to weight 
machines, fortune tellers, and movie 
machines. A complement of this 
equipment will give your arcade 
universal appeal. 

There are two types of games that 
are found in many arcades that | 


“All-Purpose” Silicone 


cp. Jc ed 


“Everlast” Spray Adhesive 


NAME 


My BUSINESS NAME 
Mailing 

Address *228ESS 

IS ——B CITY 


PHONE 


O.B.A., INC. 


2522 IRVING BOULEVARD 
DALLAS, TEXAS 75207 
214/630-8004 


PLEASE CHECK THE PRODUCTS THAT INTEREST YOU 
CLIP AND RETURN BY MAIL 
OR CONTACT YOUR LOCAL DISTRIBUTOR 


“Terrific” Pinball Playfield Cleaner 
(One step wax and cleaner — will also clean rubber bumpers). 


(For all types fussball tables and other lubricating needs). 
“Tuff Stuff’ Power Foam Cleaner 


(For cleaning all games in the music industry). 


(For recovering of pool tables). 


OTHER CHALLENGER PRODUCTS AVAILABLE FROM O.B.A., INC. 
[_] Challenger Fussball Products. 
[_] Challenger Conversion Kits for Gran Traks or Trak 10. 
[|] One FREE SAMPLE of “Terrific” Pinball Playfield Cleaner. 


LITLE 
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have not mentioned so far. They 
have been omitted intentionally 
since there is some _ controversy 
among arcade operators as to the 
advisability of including them. The 
two games are the juke box and the 
pool table. I'd like to spend a little 
time to discuss the arguments 
regarding each of these games so 
you can decide what you want in 
your arcade. 

The discussion over the juke box 
falls into two categories. First is the 
question as to whether arcade 
clients should have to pay for music, 
or if the arcade owner should 
provide background music. The 
second point is more basic. Many 
arcade operators feel that the juke 
box encourages teenagers to come 
in, put money in the box, and “‘hang 
around” listening to the music. This 
creates a loitering problem which 
these owners are trying to over- 
come. All of Putt A-Round’s 
arcades are located in local shop- 
ping centers. We try to encourage 
teenagers to look on our establish- 
ment as the local hang-out. By 
proper employee training and proper 
rules and controls, we avoid the 
people problems and image prob- 
lems that are usually associated with 
a hang-out. 

It's obvious, then, that we 
encourage playing of the juke box. 
As for whether or not the kids 
should pay for the juke box music, 
Our answer is simple—we don't 
make any money giving away free 
music. If the kids are going to hang 
around all night and listen to the 
music, at least we'll get a quarter 
every 6 minutes. Of course, YOU 
will have to make up your own mind 
on installing the juke box. Whatever 
you decide, | don’t think it will have 
a real significant impact on your 
ultimate success or failure. 

The other type of game which 
offers much discussion is the pool 
table. Let me state at the outset 
that, as far as | can determine, the 
pool table is a definite money 
maker. In my discussions with 
various arcade owners, they often 
state that the pool table is one of 
their best games. They display a 
high degree of disbelief when | tell 
them that Putt A-Round does not 
have a single pool table in any of its 
arcades. l'd like to explain our 
position on pool tables so that you 
can evaluate it and decide for 
yourself whether or not to install 
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manufacturing 


Seeburg Reports 
Earnings Up 
from Last Year 


Seeburg Industries, Inc., Chica- 
go, ill., has released its nine month 
financial report for the period ending 
September 30, 1976. 

The report indicates that the net 
income of the company in the third 
quarter of 1976 was $179,000, or 7 
cents per share, which compares 
with a loss of $2,057,000 in the 
corresponding 1975 period. Reve- 
nues were $30,152,000 up from the 
previous year’s $26,373,000. 

Net income for the first nine 
months of 1976 was $1,548,000 or 
60 cents per share, according to the 
report. This compares with a loss of 
$5,908,000 in 1975. Revenues for 
the respective nine-month periods 
were $99,336,000 for 1976 and 
$77,267,000 for 1975. 

Third quarter results were affect- 
ed, wrote Louis J. Nicastro, See- 
burg chairman of the board, in his 
letter to stockholders, ‘‘by an 
eight-day strike at the Williams 
Electronics, Inc. plant and problems 
encountered in the production of 
new coin-operated phonograph 
models by the Seeburg Products 
Division. Assembly line changes 
necessitated by the introduction of 
new models,”’ the letter went on, 
“tardiness in delivery of satisfactory 
parts by a key supplier, and the 
division’s inability to obtain certain 
essential materials on a timely basis 
due to Credit restrictions imposed by 
certain suppliers, all contributed to 
serious production delays.” 

Nicastro also saw a_ two-week 
October strike at the Seeburg 
Products Division in conjunction 
with these problems having an 
adverse affect on fourth quarter 
results, which quarter, he said in his 
letter, “is historically the weakest of 
the fiscal year.” He noted, 
however, that other subsidiaries of 
the company, Choice Vend, King 
Musical Instruments, Qualitone and 
Williams Electronics were ‘‘achiev- 
ing very brisk sales and operating 
profitably.” 


Exidy’s Paul Jacobs helps Death Race take yet another telephone 
interview. The machine has been the subject of more controversy than 
perhaps any other single amusement game in the industry’s history. 
Jacobs has been on TV recently, on TODAY and Nbc’s Weekend, to 
defend the game. For more on Death Race and the controversy, see 


Louis Boasberg’s guest editorial on page 


70 in this issue. 


Death Race on TV 


The Saturday night of Super Bowl 
Weekend, if any of you~ can 
remember that far back, NBC aired 
its monthly magazine show. The 
show, Weekend, which is similar in 
many respects to the perhaps better 
known 60 Minutes (on CBS), 
presents a series of reports on 
various subjects of human interest. 
And on this particular show, one of 
the subjects was coin-operated 
electronic games, and in particular 
Exidy’s controversial Death Race. 
(Many of you may recall earlier 
reports of both good and _ bad 
press on Death Race. See Play 
Meter, Volume 2, Number 8.) 

The segment of the show pertain- 
ing to the amusement business was 
done in good taste without any 
apparent pre-conceived notion a- 
bout the business itself. But the 
thrust of the segment concerned 
itself with Death Race itself. Before 
the cameras, Exidy executive Paul 
Jacobs presented himself both 
honestly and intelligently. 

The primary criticism raised a- 
gainst the game was that the running 
figures on the screen resembled 
too closely human figures. During 
the program, a psychiatrist came 


on and claimed that the players 
of the game were being sub- 
consciously trained to respond to 
violent stimuli. The game presented 
a real danger, he thought. Jacobs 
countered that ‘’the figures on the 
screen are merely gremlins; they 
were not meant to be taken as real 
people.’’ And the players themselves 
expressed agreement. 

Before the cameras, one player 
after another denied that a meaning- 
ful parallel could be drawn between 
the game and life. ‘Running a ghost 
over On a video game isn’t going to 
make me go out and run somebody 
down in the street,’’ one player said. 

The segment seemed at times to 
be an attempt to put down the game 
but thanks to the coolness of Jacobs 
and the intelligent reasoning of the 
actual players, the attempt failed. 

If the NBC Weekend segment 
accomplished anything at all, it 
displayed the industry as it exists 
today to literally millions of Ameri- 
cans. In an attempt to cast doubt on 
the people who make and play 
coin-op games, the show succeeded 
only in making more people aware of 
this industry and the good clean form 
of entertainment that it offers. 
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Ebsco Plans 
Tournaments 


Ebsco Amusements has announc- 
ed their decision to endorse tourna- 
ments as a major, consistent aspect 
of promotion for Vulcan Fussball. 
Tournaments in the past have been 
held sporadically; now Ebsco 
Amusements will be increasing the 
frequency of the contests, accord- 
ing to Richard Stout of Ebsco, who 
hopes these will generate greater 
enthusiasm for the sport. 

A series of tournaments are being 
Organized along the Jersey coast. 
The first one will be held in Sea 
Bright, N.J., January 8. Prizes for 
the contests will consist of cash, 
trophies and gift certificates. The 
series will conclude with Vulcan‘s 
Grand Tournament where an esti- 
mated $1,500 worth of prizes will go 
to the winners. 

The Green Machine, Vulcan‘s 
new table design, will be used for 
these tournaments. The new table 
combines the heavy-duty, large 
Texas-style cabinet with the Ger- 
man-style playing field and rod 
assembly. According to Stout, 
‘This combination still provides the 
excitement of play which the 
German-style of fussball offers but 
eliminates the table movement that 
hinders competitive action.”’ 


Rene Pierre 
Opens New HQ 


In a joint announcement, Rene 
Pierre and his son Thierry have 
announced the establishment of a 
full service U.S. headquarters lo- 
cated at 15 Columbus Circle in New 
York City. 

According to Rene Pierre, ‘‘The 
new American headquarters will 
have total management responsibili- 
ty over all distribution of Rene Pierre 
foosball machines and will be under 
the on-site direction of Thierry 
Pierre. The new headquarters will 
be fully staffed to coordinate all 
ordering, delivery, billing, informa- 
tion and service requirements and 
will, for the first time, allow U.S. 
distributors a direct connection with 
the Rene Pierre factory.” 

Thierry Pierre, now a New York 


resident, explained that the U.S. 
headquarters had been planned due 
to the growth of the Rene Pierre line 
in this country, but its establishment 
had been moved ahead of schedule 
as a result of the overwhelming 
response of professional players, 
distributors and operators to the 
new Westerner model during the 
MOA show in Chicago. He further 
noted that the Westerner was 
designed specifically for the U.S. 


market. The table’s features include 
slide-through rods, non-slip playing 
surface and heavy ‘‘wide-stance’”’ 
legs for maximum stability. 

The Rene Pierre ‘‘mobile show- 
room” is scheduled to leave New 
York on February 1 and will cover as 
many distributor locations as possi- 
ble. Distributors interested in 
having the mobile showroom stop at 
their locations are invited to call 
Thierry Pierre in New York. 


Atari Places Kiosk with BART 


Atari's Theatre Kiosk, a series of 
six pie-shaped video game units has 
been installed for the first time at the 
San Francisco Powell Street Station 
of the prestigious Bay Area Rapid 
Transit System. 

The six-sided video attraction is 
located inside the entrance at the 
station’s train level platform. 

In addition to the games which 
offer 90 seconds of play per quarter, 
a special 35mm slide _ projection 
system along with BART advertising 
panels is designed into the top 
structure. Changing slides present 
various San Francisco and Bay Area 
sports, entertainment and informa- 
tion visuals. 

“We think the machine, here at 
this one station on an experimental 
basis, will provide fun for our riders 
between trains,’” a BART spokes- 
man said. ‘’And the information 
and revenue won't hurt, either.”’ 

“The BART location is an excel- 
lent example of the viability and 
earning potential of the Theatre 
concept. It is a new entertainment 
idea that combines extra sophistica- 


San Francisco’s Powell Street Station with Atari’s new Kiosk Theatre. 


tion and excitement with high 
profits for any high traffic location,”’ 
Frank Ballouz, Atari national sales 
manager commented. 

Each Theatre provides a complete 
video package that can be custom 
designed to integrate into any 
playing environment. 

Two, three or six wedge-shaped 
units are offered. Operators can fit 
two units into a corner, three 
against a wall, or six into a 
stand-alone island center. 

The upper portion can be custom 
designed, as in the case of BART, 
providing unique space for advertis- 
ing and information. 

Video games can be interchanged 
without loss of time or money. 
Once the unit is on location, games 
can be replaced simply by changing 
the control panel, attraction plex 
and computer board. 

Present Theatre games available 
include Space Race, Trak-10, Tank, 
Quiz Show, Flyball, Jet Fighter, 
Pong Doubles, Stunt Cycle and 
Lemans. Soon to be released are 
Breakout, Sprint 2 and Night Driver. 
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TECHNICAL Tor ilo 


You could go out and buy a logic 
comparator for $400 to $600. And 
even at that price you may find it 
extremely useful. 

This month and next month | will 
describe how to build a functional 
logic comparator. This month will 
be a discussion of the actual logic 
comparing circuitry and the conclu- 
sion next month will be about the 
pulse stretching and indicator cir- 
Cuitry. 

A Logic Comparator is a device 
that will allow you to determine if a 
chip is bad on your logic board by 
comparing it to a known good chip 
of the same type. 

All you have to do is plug a good 
chip (the same type as you wish to 
check) into the socket provided on 
the comparator. Next you attach 
the test clip from the comparator to 
the chip on your logic board that 
you wish to test. Attach power 


leads from the comparator to the 
logic board. Power up the logic and 
the comparator will tell you if the 
chip is good or bad. 

The actual comparing portion of 
the logic comparator uses a TTL 
7486 


7486 chip. A is a Quad 


Quao Excrvsive OR 
Tiqure | 


by Robin L. Minnear 


Exclusive Or device. This means 
that there are four individual exclu- 
sive or devices in one package as 
per Figure 7. 

Each exclusive or gate is made up 
of two inputs and one output. 
According to the truth-table in 


SYMBOL 
OUTPUT 
A Ly ay 
ah if 
Ineuts 


purpose Is to program the compara- 
tor function. Our logic devices 
consist of inputs and outputs. If pin 
8 in Figure 3 is an output pin, you 
want the switch to be in position 
“B.”” This will allow the outputs to 
be compared by the Exclusive Or. If 


TRUTATASLE _ TIMING _ 


B Cc 


THE SAME., OUTPUT Y 1S 


EXCLUSIVE 40. ZF 
OR 
Figure 2: if the information on its 


inputs are the same, both HI or both 
LO, the output is LO. If the 
information on its inputs are differ- 
ent, one is HI and one is LO, the 
output is Hl. 

By taking the input information of 
the chip you are testing and 
applying it to the same inputs of the 
known good chip, you can deter- 
mine if the chip under test is good or 
bad. 

The logic comparator design 
presented in these articles is good 
for checking TTL and DTL devices 
up to sixteen pins. This can be 
easily expanded if you desire. 

The basic comparator circuit is 
illustrated in Figure 3. As you can 
see, the logic comparator consists 
of six basic parts. 

1. This is a socket on _ the 
comparator where you place a 
known good chip that is the same 
type as the chip you want to test. 

2. This is an IC clip that connects 
to the chip under test on your logic 
board. The clip makes contact with 
all sixteen legs of the chip and is 
connected to the comparator via 
cable. 

3. This is a SPDT switch. Its 


A ANDO B ARE 
DIFFERENT, Y IS +l. 


Figuce &. 


pin 8 is an input (or power) pin, then 
you would put the switch in position 
“A.” This would put the same 
signal conditions that are on the 
device to be tested, on the 
corresponding input of the known 
good chip. This places the known 
good chip under the same circum- 
stances as the one on your logic 
board. You would also disregard 
the comparator reading of this pin. 
Your known good chip derives its 
power from the logic board. 

4. This is the Exclusive Or gate 
that compares the two. chips 
outputs. Its output is LO when its 
inputs are the same or the compare 
is ’’Good.”’ Its output is HI when its 
inputs are different or a “Bad” 
compare. 

5&6. Next month is a complete 
discussion of sections five and six. 
Section five is a circuit that 
stretches the pulse put out by the 
Exclusive Or. Section six is the LED 
display. 


CIRCUIT DESCRIPTION 
The comparator described in 
this article is good for checking TTL 
and DTL chips up to sixteen pins. 
For checking chips with more than 
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Basic Logic. COMPARATOR 


sixteen pins, you can add more 
compare circuits as in Figure 3. 

Since there are sixteen pins to 
test, you need sixteen Exclusive 
Ors, sixteen switches, etc. 

Exclusive Or gates come four to 
the chip. So you need four 7486 
chips. Figure 4 is the comparator 
schematic part one. The 7486 
packages are marked L-1 through 
L-4, 

As per Figure 7, the outputs of 


the 7486 are pins three, six, eight 
and eleven. Each of these outputs 
correspond to a pin on the chip 
under test. These outputs go onto 
the pulse stretching circuitry which 
is discussed next month. 

The 7486’s are powered up by 
connecting alligator-clips to the 
logic board five-volts and ground. 
The 1N4001 diode and the 500mfd 
Capacitor are added for protection. 

S-1 through S-16 are SPDT 


switches which determine which 
pins are being compared. 

Next month will consist of pulse 
stretching circuitry description and 
schematic. Also included will be a 
complete parts list and information 
on where to obtain them. 


HAVE A QUESTION ABOUT 
GAMES??? All Questions Answer- 
ed. Write to me at Play Meter, P.O. 
Box 24170, New Orleans, La. 
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onthe move 
Boasberg Co-ordinates 


Edward Boasberg has been ap- 
pointed marketing coordinator for 
Atari's new pinball product line, 
according to Frank Ballouz, national 
sales manager for the company. 

Boasberg will be working directly 
with distributors on all aspects of 
the pinball line including introduc- 
tory sales service and the coordina- 
tion of field test results. His 
responsibilities will also include 
direct interface with Atari pinball 
engineering and manufacturing fa- 
cilities. 

Mr. Boasberg is uniquely quali- 
fied to assist in this important 


Atari Pinball Efforts 


program,’ Ballouz comment. ’’Be- 
cause his background includes 
industry experience at both distrib- 
utor and operator levels, we believe 
he can be of significant help to Atari 
as well as to our customers.”’ 

Born and raised in New Orleans, 
Boasberg has grown up in the 
amusement business. He has been 
sales manager for New Orleans 
Novelty, owned by his father, Louis 
Boasberg. Ed also served as sales 
manager for a Bally subsidiary in 
Dublin, Ireland for three years. 

Boasberg now makes his home in 
Sunnyvale, Cal. 


Cracco Joins Mondial Int’. 


Richard Sarkisian of Mondial 
International Corp. has announced 
the addition to the staff at Mondial’s 
Springfield, New Jersey distributing 
complex of Sal Cracco. Cracco 
joins Mondial as assistant opera- 
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Bumper Stickers 


T-Shirts 7 Dynamo Fats or 
Regular Dynamo in Blue, 

S-M-L-XL_ Black, Brown, Red. 

@ $3.50 ea. 


O Patches @ $1.00 ea. 
O_______+=sBumper Stickers @ $1.00 ea. 
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Buckles @ $5.95 ea. 
(Chrome or Steel) 
Hats w/patch @ $5.00 ea. 


Address 
City_______ State 


CORPORATION 

Dept. P., 

1805 So. Great Southwest Parkway 
Grand Prairie, Texas 75050 
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tions manager. 

Before assuming his current 
position, Cracco worked for three 
years with U.B.l. and _ affiliated 


subsidiaries. Most recently he 
served U.B.I. as general sales 
manager. 


Before joining U.B.I., he had six 
years of active sales background, 
including two years with Schenley 
Affiliated Brands. Cracco attended 
Seton Hall University where he 
majored in business administration. 


Morosin Promoted 


Effective January 1, 1977, Ms. 
Jean Morosin has assumed the 
duties of special administrative 
assistant for Atari, Inc.'s coin-oper- 
ated games division, reporting to 
Gene Lipkin, corporate vice presi- 
dent of marketing and _ division 
general manager. 

In her new position, Ms. Morosin 
will have administrative responsibil- 
ity in the areas of coin-op market- 
ing, planning, Customer inquiry, and 
management and research _inter- 
face. 

Ms. Morosin has held various 
administrative positions with the 
company for the past 3 years. Her 
previous post was that of executive 
secretary to Lipkin. 

A graduate in Business from West 
Valley College, San Jose, Ms. 
Morosin resides in Los Gatos, Cal. 


Sal Cracco 


Jean Morosin 
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products 


The Dark Road Comes at You 


A recent hit at the M.O.A. and 
|.A.A.P.A. shows, Atari’s new night 


racing attraction, Night Driver, 
offers many exclusive’ features 
designed to add more _ player 


challenge and profit potential. 

Drivers select one of three tracks, 
Novice’, ‘Pro’, or Expert,” shift 
to first gear, step on the accelerator 
and roar into the night. 

The monitor displays a realistic 
twisting roadway ahead. The 
harder the acceleration, the faster 
the track comes at the _ player, 
making it harder to stay on the track 
without crashing. 

“Best’’ top speed and _ score 
previously achieved for each track is 
stored and displayed whenever any 
of the track-selection switch is 
activated. 

A realistic nighttime effect is 
achieved with “‘blacklight’’ illumina- 
tion of monitor graphics, and 
screeching tires, crashes, and the 
whine of changing gears add to the 
realism. 

Special operator options include 
extended play when driver scores 


Exidy Attacks 


Exidy, Inc., Mountain View, Cal., 
has announced the introduction of a 
new two-player video air-sea com- 
bat game, Attack. 

The player's mission is to seek 
and destroy his opponent, either by 
flying a plane or commanding a 
ship. When the plane’s bullets hit 
the ship, it sinks into the sea. When 
the ship’s guns score a hit on the 
plane, it falls into the ocean. The 
action is fast and furious; high score 
wins. 

Attack comes in a bright blue 
cabinet with descriptive side graph- 
ics. The game measures 63 % in x 
27 in x 27 % in. and is suited for both 
arcade and street locations. The 
cabinet houses a 23 in. solid-state 
monitor with sound effects and 


350 points, and game time adjust- 
able to 50, 75, 100 or 125 seconds. 
A switch is provided that also allows 
operators to change the game's 
tracks to a different set of three 
courses. 

Night Driver is designed with an 
exclusive self-test program built into 
the game’s programming to spot 
check options and_ troubleshoot 
minor problems on the spot. The 
program tests all switches and all 
microprocessor and memory func- 
tions. It also reads out game option 
switch positions on the computer 
board. 

The game is 72 in. high, 25% in. 
wide and 29 in. deep. 

Frank Ballouz, Atari National 
Sales Manager stated, ‘’We've seen 
very high replay on Night Driver 
wherever it's been placed. We 
believe that our exclusive options 
and features, along with our micro- 
processor based programming and 
self-test feature are the keys to its 
overwhelming success and why 
players seem to prefer it over other 
night racing games.” 


Attack 


Night Driver 


adjustable playing time. 

Exidy warrants the logic board for 
one year and the monitor and all 
moving mechanical parts for 90 
days. 


Token Vendor 


The new Mills Token Vendor is 
turning a handsome profit for 
Owners of amusement centers 
throughout the United States and 
around the world. This new 
coin-operated vending machine 
looks, sounds, feels and performs 
like a regular slot machine yet is 
perfectly legal. The Mills machine 
requires a relatively small space, less 
than two square feet, and _ its 


modular electronic construction 
makes it simple to. service if 
required. 


These new machines are colorful, 


exciting and attract play action. 
They can dispense specially design- 
ed and manufactured tokens pro- 
moting a particular activity or event. 
Stock tokens that have proven 
customer appeal can also be used. 
Some of these are the Luck Zodiac, 
J. F. Kennedy Memorial, W. C. 
Fields poker chip, Wizard of Oz and 
various state seals. 

The mechanism of this machine is 
of a simple design for virtually 
trouble-free performance. Howev- 
er, on those rare occasions, if 
service is required, it normally can 
be performed on location with 
hardly any down time. The hopper 
load has a capacity of 1,000 tokens. 
The Mills Token Vendor is manufac- 
tured by the company that has been 
building slot machines for the big 
casinos around the world since 
1889, Mills Bell-O-Matic. 


Domino Theory 


Atari Inc. has announced the 
release of Dominos, a new one- or 
two-player video strategy game. As 
a two-player, Dominos pits the 
players against one another in a 
head-to-head battle of wits. The 


single-player game plays like the 
two-player version, except the 
player's opponent is the game's 
computer. 

Two start buttons are provided 
for selection of black or white 
dominos. Players control the 
direction of a simulated wall of the 
dominos with a set of four pushbut- 
tons. Each player's wall starts at 
opposite sides of the 19 in. monitor. 
The walls are built by pushing the 
appropriate button to add a domino 
going left, right, up or down. 

When a player's wall hits his own 
or his opponent's, the wall ‘’falls” 
dramatically just like real dominos, 
and the opponent wins the point. 
The object is to trap the other 
player. Precise timing and planning 
are the keys to winning. 

Exclusive operator options in- 
clude adjustability for number of 
points to win a game from three to 
six and changing the length of the 
game. There are also variable 
volume and coinage controls—one 
or two coins per play, or one coin 
per two plays. 

Service features include a built-in 
self-test program to check options 
and help in on-the-spot trouble- 
shooting, exterior on-off switch and 


The BIGGEST 
Money Making 
Machine Of All 


Brand New! 


Especially designed for the coin 
machine operators and the adult 
market. 


Featuring new standard 8mm or super 
8mm projectors especially designed to 
use continuous loop cartridged film. 
2% minutes for a quarter....and you 
give lower commissions. 


Be The First! 


Just think of the unlimited, non- 
competitive locations - Bars, Discos, 
Truck Stops, After Hours Clubs, .etc., 


One of the lowest priced and highest 
profit machines available. 


ADULT MOVIES 


Ye aget Gndustites 


2733 - 18th Avenue, Rock Island, IL 61201 309/793-1405 
CONTACT YOUR LOCAL DISTRIBUTOR OR CALL US 


Only 2X3 X6 


Dominos 
Durastress tested solid-state reliabil- 
ity. 

Frank Ballouz, Atari national sales 
manager said of the new video, 
"The Atari, ‘domino effect’ is not 
only a key visual attraction feature 
of this game; we think it is also 
going to mean higher earnings for 
operators and distributors.” 


Variety. 
We got it. 


Billiards is the name of the game, and variety is what we have. 
One-piece, two-piece and multi-piece cue sticks. Domestic 
and imported balls. Billiard cloth, cue and table repair items 
and accessories. Novelties and decorator items. And the best 
freight connegtions for immediate delivery. 


INTERNATIONAL BILLIARDS, INC. 


2311 Washington, P.O. Box 7693, Houston, Texas 77007 
713/869-3237 1-800-392-2209 Texas 


1-800-231-1282 Out of State 
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(continued from page 24 ) 

players have to be content with 
hitting the horses or trying for a 
lengthier shot back up to the 
bumper - area of the playfield. 

The action? | found it slightly 
sluggish, although | tend to find this 
a peculiar dilemma with the fee/ of 
many solid-state pinball machines. 
The flippers seem to have more than 
enough power as well as a clear 
stroke but the touch is off and this 
disturbs me. 

Will players run to this game? 
Probably. It’s an intriguing combi- 
nation of color and sound that 
allows this machine to stand out 
from the crowd. A _ novelty? 
Probably. For the average player 
there may even be a sense of a 
challenge, although the more skilled 
and accomplished pinballer may 
turn his back on this effort. But it 
can be a crowd pleaser; even at the 
show it generated a great deal of 
attention and interest. 

The sound and artwork are 
singularly unique. Black is not your 
general pinball color, and yet here it 
works with very bright complemen- 
tary colors. The cabinetry is also a 
departure from the norm = and 
harkens back to the ‘innovative 
styling of the 60s’’ that Williams 
used to advertise. It is a cut away 
side, and also a longer sweep to the 
front area. Made from what 
appeared to be formica, it also 
incorporated what appeared to be a 
polyurethane playfield covering. 

| still haven’t figured out the 
match feature which was almost 
overlooked in its position between 
the thumper bumpers. The five digit 
scoring is all readout and no drum, 
but for the graphic treatment works. 
A highly stylized bucking horse and 
rider grace the back glass, with 
corresponding shades brought out 


Let’s 
help 


each 


other. 
the 
good 
neighbor. 
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in rather straight sweep sweeps and 
swirls on the playfield. 

Allin all the game Is a difficult one 
to rate since there is really no other 
pinball machine on the market like 
it. | do think that my view of it has 
mellowed in time, and that for the 
sheer novelty of the piece it 
deserves more attention for the near 
future. Rodeo may even prove to be 
a welcome addition to your stable — 
who knows? 

Rating: ## 


Sega's TEMPTATION 

If you didn’t get a chance to preview 
this beautiful game in Sega's 
hospitality suite, too bad. Because 
if you liked Rodeo you might just 
have loved this model. The game 
has the same playing characteristics 
as its counterpart, but the alignment 
of the features is different. | didn’t 
say better, only different. As a 
Oone-player machine goes there’s 
a lot to shoot for, the only question 
is whether it’s worth it. For the sake 
of the girl on the back glass I’d say 
The playfield offers two top 
thumper bumpers and two lanes at 
either side to allow the ball to return 
to the top of the playfield. The 
bumpers again though, have the 
plastic skirt which falls into the same 
problem as is the case with Rodeo. 

A center round-about feature is a 
departure from the norm with a 
pseudo-spinner type square protect- 
ing a target. Four drop targets dot 
mid-field equally at the left and 
right, and are more of a block-type 
configuration rather than the slen- 
der versions found on most Ameri- 
can machines. 

Two lanes at the top of the 
playfield start the action with 
helping roll-overs that set the pace 
of any extra point values. At 
mid-right near the drop targets is a 
kick-out hole that is a bit deeper 
than usual; while at mid-left above 
the other side targets rests a 
swinging target. Although not 
totally symmetrical in the rebound 
and play action, the two sides tend 
to balance themselves. 

Once again we’re faced with the 
Sega bottom kicker and its curved 
formation, and also a semi-Gottlieb 
bottom that’s aided by the addition 
of an open gate feature at the 
bottom right of the playfield. The 
action around this area is smooth 
and consists of properly nudging the 
ball off the kickers and up toward 


the target areas of the playfield. 

The game plays swiftly and falls 
into the same qualities shared by the 
other Sega effort. The sound is 
interesting and the total feel of the 
game is slightly numbing to the 
subtle wrist and sensitive touch of a 
true’ pinball player. 

Graphically, we again have a 
rather striking motif rendered in 
what no doubt can be called the 
"Sega style.’’ Players may try this 
game out of curiosity, although the 
true test will be if they'll keep 
coming back to it. | don’t know. In 
general the Sega pins are different 
from most conventional models, 
with features that seem to copy 
from everyone and no one at the 
same time. My feeling is that the 
games will find a place in the 
continually expanding market, and 
loyalists will no doubt crop up to 
play ‘their’ game. Time will tell, but 
from these two efforts, Sega should 
definitely be a part of pinball’s future 
development—they’ve shown by 
these, and other past efforts that 
they deserve to be observed and 
considered in the total scheme of 
things. It will be fascinating to see 
what they will follow up with, but 
for now one must be content with a 
little temptation. 

Rating: ## 


Segasa d.b.a Sonic's 
PROSPECTOR 

Of the new games at the show, this 
One probably impressed me more 
than any other one. It was a 
pleasant surprise to find it there, and 
it also showed that Sonic has turned 
in a new direction in designing 
pinball machines. The question is 
whether or not they can sustain the 
momentum. Although lacking a 
subtle artistic touch, this four-player 
has sound play action that seems to 
fill the entire field. 

The first thing to notice is the 
double bonus set-up divided into 
gold and silver bonus points. The 
latter can be collected while the ball 
is in play if one aims for the right 
spots; the former is an out-hole 
bonus and features greater total 
value. 

Three roll-overs start the action at 
the top as the regular lane entry has 
been discarded this time around. 
Instead, this game tends to bank on 
the action of the kick-out hole. One 
is at top right in a curved channel 
that scores the silver bonus and also 
features yet another rollover on its 


downward slope. Tucked away at 
the top left, and almost hidden by 
the plastic coverings is another 
kick-out hole that brings the action 
back to the top three roll-overs. All 
work well in tandem. 

At top mid-field are three thumper 
bumpers which supply some good 
nudging possibilities for the major 
part of the game—the sequential 
numbered targets, of which there 
are SIX. Four grace the top 
surrounded by posts. At the left 
one finds a short lane and post 
arrangement that is a pure shot from 
the right flipper. On the opposite 
side a narrower version of Williams’ 
Aztec’s kick-back lane appears to 
further send the flow of play back 
up toward the top of this playfield. 

Twin spinners with diamond 
artwork form the central target and 
a twist in this configuration is the 
addition of a kick-out hole tied into 
the silver bonus at the middle. Two 
remaining numbered targets are at 
mid-right side field, while also 
reoccuring at the bottom lanes. The 
Gottlieb bottom finishes off the 
basic features of this little gem of a 
game. 

The one problem which may 
develop with this model is the flipper 
stroke, although I’ve been told that 
it will be altered. The range is far 
less than American players are used 
to, although Spanish players won't 
think twice about it. But for us over 
here, a wider power zone and fuller 
extension will be needed. Even the 
slope of this Spanish effort isn’t as 
drastic as past ones. 

In terms of play, if the flippers are 
changed, there are solid areas to 
aim for, with little nooks and 
crannies that should please even the 
ardent pinball admirer. In fact, the 
total effect tends to border on the 
'cluttered’’ compared to most of 
the other machines coming out— 
but | think this is an advantage here. 
There’s an equal balance of play 
action throughout the board and the 
pacing is quick, except for some 
brief stops in the kick-out holes that 
are thoughtfully placed on the 
playfield. 

Players for the most part are 
going to go for the center spinners 
since it means points as well as 
noisy action. The top bumpers 
should supply more than enough 
nudging possibilities. Getting the 
top four targets means an extra ball 
opportunity, so players should be 
more than occupied at the top of the 


field. With the skilled player, aiming 
for the side 5 and 6 targets should 
prove challenging, although the 
potential double bonus is more than 
worth the risk. The feel is good and 
the principle of play makes this 
machine a solid competitor in the 
pinball gold rush. 

From a graphic standpoint, the 
rendition of Laurel and Hardy leaves 
something to be desired, although 
the flashes of bright colors give it 
more a surreal quality rather than 
anything else. But | think that, if 
this aspect is a drawback, the action 
of the game itself should more than 
compensate for it. 

Rating: #### 


Segasa d.b.a Sonic's FACES 
This four-player is an interesting 
piece that combines some eye-op- 
ening artwork with some incompre- 
hensible play action. A _ kick-out 
hole is in use at the top of the 
playfield that tends to blend and 
modify many of Williams’ Grand 
Prix’s features—only in this case it 
falls short of the mark. Two top 
thumper bumpers have all the 
power and rebound potential of the 
old ‘pop’ bumpers, leaving much of 
the work to the player’s flipper 
ability. 

The theme of the game is to light 
up the faces of the girls on the 
mid-portion of the playfield. This 
can be accomplished only by going 
over the five roll-overs that dot the 
center of the playfield. A central 
target A & B offers double bonus 
possibilities and also the chance for 
a sucker shot straight back to the 
out-hole. The flipper arrangement is 
a conventional Gottlieb bottom with 
one extra flipper at the left of 
mid-field. 

Unfortunately there are some 
wasted features on this model. The 
bonus, which alternates from left to 
right much like Grand Prix, can be 
changed by hitting a right side 
target at mid-field. But at this 
portion of the game lies two 
problems. One is a 5000 point 
bonus when lit lane, that won’t get 
as much as maybe the designer 
hoped. At the top of this feature is a 
spinner gate, that angles in such a 
way that the ball can get hung up on 
the post if the player doesn’t hit the 
ball hard enough, or doesn’t nudge 
the machine at the right time. 

Heading back to the top of the 
playfield one finds the most disap- 
pointing characteristic of the game. 


When one lands in the kick-out 
hole, as one should try to do—a left 
top gate opens to reveal a side lane 
similar to Playmatic’s New World’s 
version. The problem though, with 
this spinner entry is that it serves no 
useful purpose for the player; in fact 
it tends to hinder play since it’s wide 
open in terms of what it adds to the 
flow of the ball. You shoot the ball 
up and it returns right back to you, 
and usually right through the 
out-hole in a frustrating fashion. 
Players beware! 

By modifying the two spinner 
areas this game could be a solid 
machine, since the play offers some 
variety of skill shots. Two top 
targets that advance the bonus 
value in the bumper area would be 
better off if the bumpers supplied 
more rebound action and greater 
speed. In fact, the slope of this 
Spanish game is the only thing, 
besides the wide open playfield, that 
speeds up the pace of the game. 

The artwork comes right out at 
you, with striking eyes staring off 
into space in a rather ethereal 
fashion. Color is sparse although 
it’s bright, and the play at a local 
New York City arcade was strong 
until the game was pulled recently. 
On the whole though, for Sonic the 
hands-down winner seems to be 
Prospector at the moment. 

Six digit scoring is here as it is 
with the other Sonic effort, and 
getting the machine to turn isn't so 
hard a task if the player utilizes the 
shortened stroke to aim for the A & 
B double bonus targets as well as 
the center roll-overs. The one 
problem may rest in building up a 
right hand bonus when it’s the left 
hand bonus that’s going to count 
once the ball leaves the playfield. 
Rating: ##% 


Well, that’s it for now concerning a 
sample of the games you might not 
ordinarily see about town. Next 
month should begin the onslaught 
on domestic issues that are hitting 
the game rooms at a fast and furious 
pace. Until then, be well and 
prosper. 


Roger Sharpe’s series “Are You 
Game: a pinball player’s view” will 
continue in next month’s Play 
Meter. The series focuses on the 
player’s attitudes towards the ma- 
chines he plays. Roger draws on his 
own vast experience and that of 
others for this series. Watch for It. 
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(continued from page 86) 
one in your arcade. 

We are all aware of the bad press 
that pinball has suffered over the 
years. Each of us in the industry is 
trying to upgrade the image of the 
flipper and make it highly accept- 
able. Well-run arcades are doing a 
great job. Pool tables have suffered 
a similar image problem (remember 


the “Music Man’’). Despite the 
establishment of family _ billiard 
parlors and other such ‘’class”’ 


stores, many of the public have a 
strong emotional reaction at the 
thought of their kids hanging out at 
the local pool hall. !f you couple this 
attitude problem with our own 
observations that the local ’’toughs”’ 
are more likely to come into an 
arcade that has pool than one that 
doesn't, it makes sense to us to try 
to avoid these image and control 
problems by simply not having a 
pool table. When you add these 
reasons to the fact that a pool table 
requires a great deal of floor space 
(roughly 230 sq ft) and the fact that 
a number of arcades in our area got 
into problems with law enforcement 
authorities because they allowed 
children under 16 to play pool, you 
can understand why we have stayed 
away from the installation of pool 
tables. Perhaps if conditions 
change, we may reconsider and 
install one in our more established 
stores. But for now, no pool for us. 

Now that we have discussed 
some general guidelines for install- 
ing games in your arcade, let’s get 
specific. l’d like to take a sample 
situation and give you a breakdown 
of what types of games a typical 
arcade might have. Let’s assume 
you have a 2,000 square foot store, 
plenty of money, and have deter- 
mined that, in order to generate the 
income you need, you will install 25 
games (figures on the amount of 
income you can expect from games 
can be found in industry magazine 
surveys or in one of the books on 
arcade operation). 

Using the 25 games as a base, we 
would make an initial purchase of 18 


TV Games (non-driving) ....2 

Arcade Pieces............. 4 

Of these 18 games roughly 3 or 4 
would be new pieces while the 
remainder would be used. As the 
pattern of play develops during the 
first couple of months, you can add 
additional foosball tables, pinballs, 
or whatever to meet your clients’ 
demands. The distribution above, 
however, should provide you with a 
sound basis on which to open your 
arcade. 

The large arcade operators read- 
ing this article will probably notice 
one other type of game which has 
been omitted from my discussion— 
the skeeball. This is a popular family 
piece. For proper operation, it 
requires a lot of floor space, at least 
6-8 machines, and a stock of prizes 
to be given for tickets won on the 
skeeball machines. If you have the 
room, by all means add skeeball to 
the list of games in your arcade. 

| hope you have found the 
information in this, and my previous 
articles, of interest and benefit to 
you. The arcade portion of our 
industry has been growing at a fast 
rate and all arcade operators need a 
forum for the exchange of informa- 
tion and ideas. Our problems and 
concerns differ from operators who 


run Strictly a route operation. Play 
Meter has recognized this need and 
has given us numerous arcade 
oriented articles and interviews with 
active arcade operators. 

My three articles, which have 
appeared in the recent editions of 
this magazine, were mutually se- 
lected by the Play Meter staff and 
myself as topics of general interest 
to the arcade operator. We have 
plans for future articles, but we 
would like to solicit your assistance. 
We want to make sure that we are 
giving you the type of information 
you want. We would like to know 
that we are providing answers (or at 
least insights) to the problems that 
you are currently concerned about. 

We are asking you, then, to drop 
us a line and let us know your 
concerns. If you would like to 
comment on the arcade business or 
even take exception to some of the 
points presented in my articles, 
we'd like to hear them. In this way 
we can be sure future articles will 
reflect the types of things you want 
to hear about. 

Let’s hear from you today—and 
go out and buy the right machines 
to give your arcade the start it 
needs! 
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games. These 18 games would be Training Programs in the Guard and Re- 
divided as follows: serve are helping many men and women do 

Pinball 6 better in their civilian jobs. Thousands of 
Poe ee eee people are learning new skills. Or sharpen- 


a cost of only a small fraction of the defense 
budget. Another good reason for lending 
your support to the Employer Support of 
the Guard and Reserve program. Most em- 


Air HOCKGY: «cies ees 1 ing ones they already have. ployers are behind us. Won’t you join them? 

Driving Games 00.4056 2%. 2 A lot of what Guard and Reservists learn Contact Employer Support, Arlington, VA 
has business applications. And that is one 22209 for detail _— 

Fooshall i ae aes reason employers and supervisors should x + 

Shooting Games .......---. 1 support the Guard and Reserve and urge ™ Lee 

JK BOM < s.cs-b ox Sits ook ee be 1 their employees to join. a* 


Those local Guard and Reserve units 


make up nearly 30% of our defense force at EMPLOYER SUPPORT OF 
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(continued from page 17) 

game. Besides it’s not getting the quarter back but 
the winning that is the enjoyment. 

PLAY METER: Have you made other adjustments 
to help merchandise the “time” you're selling? 
LITTLE: In areas where there are not people that 
are against the sounds of the machines, an area like 
the Alladin Game Room, we take the tone makers 
or sound makers out and install them underneath 
the machine. 

PLAY METER: Why do you do that? 

LITTLE: To make a louder noise, for more action. 
PLAY METER: Are they exposed then? 

LITTLE: They’re exposed at the rear of the 
machine on an angle bracket but they're never 
tampered with. Sound is very important in the 
merchandising of pinball machines. 

PLAY METER: Do you have anything special that 
goes off, other than the standard click, when they 
win a game? 

LITTLE: We have a four inch Edwards bell we put 
in. I’m a bell freak because it’s a means of reward. 
It’s related to “conditioning.” If a person is 
“conditioned” properly, reward is the joy of 
accomplishment. Then if you let everybody know 
about it (the accomplishment), it becomes an 
audience participation thing rather than just a 
private affair. 

And lights. We put a big 110 watt bulb in a 
styrene tube on top of the machine, and when it hits 
the free games that light goes on. It’s merchandis- 
ing the reward better. It shows from a distance that 
that person is playing on free games. The free 
games window on the back is very small and very 
hard to see. It isn’t merchandising at all; it’s 
actually reduced to the point where it’s hard to see 
them. That’s one of the things that should be done 
where free games are allowed, a bigger display of 
the free games. 

PLAY METER: How have all these different little 
marketing techniques affected your overall take on 
pinball games? 

LITTLE: I would say, conservatively speaking, it 
has increased the revenue by ten to twenty per 
cent, well worth the extra effort. 

PLAY METER: What about arcade games? Do you 
do anything there? First of all pricing: I take it 
most, if not all of your arcade games are on quarter 
play and some on 50-cent play. 

LITTLE: Right. Two player games we naturally 
put out at 50 cents but if the popularity, the fall off 
curve, starts to show a drop, we'll reduce it to one 
for a quarter, usually one minute for a quarter. 
PLAY METER: So you more or less put it on a time 
basis. 

LITTLE: Time. That’s all we're doing is selling time 
in this business. Lights on, lights off. Selling a 
minute for a quarter is the only intelligent way 
that, with the higher cost of games, those games 
will get paid for. I have found in my experience, 
incidentally, that people play games because they 
are basically bored. It doesn’t say too much for a 
game that the manufacturer says it does great in a 
high traffic area. The Kotex vendor at MGM does 
great. There's got to be a lot more put into games to 
challenge the players, to make it worth a quarter 


for a minute. And there’s got to be better 
merchandising. 

PLAY METER: What has been your success with 

arcade games, as opposed to pinballs? 

LITTLE: Our net is greater on the arcade games, 

video games, than on pinballs, but the fall off in 
popularity is quicker. Also our investment is higher 
on an arcade game than it is on a pinball machine. 

PLAY METER: So the video games will peak out 
earlier? 

LITTLE: We estimate 120 days. 

PLAY METER: Is there any way at all, that you 
ean think of extending that time? 

LITTLE: I think the coming of the microprocessor 
will allow more flexibility in designing appeal into a 
game and I think the manufacturers are going to 
use that; in fact, I know they are. And the game is 
going to be more reliable with the improvements, 
after getting over the first two or three years of 
bugs in solid-state. They’re coming out with more 
flamboyant things. I think the microprocessor is the 
second industrial revolution—that’s what I think 
about the microprocessor. 

PLAY METER: What do you think that’s going to 
do to the prices of games? 

LITTLE: You're involved here with the law of 
diminishing returns, limitations. It’s related to how 
much a machine can earn, naturally, not its value. 
As they come up with more ideas, flamboyance, and 
the price goes up, so the earning powers will go up. 
PLAY METER: Then you don't see micro- 
processors as a Salvation for the operator n so far as 
the price of equipment is concerned? 

LITTLE: I don’t think the prices are going to go 
down; in fact, I think they'll go up. But they'll be 
able to come up with more exotic games and more 
appealing games and that in turn will increase the 
life of them by their appeal. They'll bring the games 
in the next two years to phenomenal heights. That 
microprocessor is the answer to the solid-state 
industry. I’ve done enough reading and understand 
what it does, I think. It allows the manufacturer 
unlimited expression in making games to appeal to 
the players. 

PLAY METER: Only time will tell but we’d have to 
agree with you there. We're in store for some very 
big surprises thanks mostly to microprocessor 
technology. We’ve already seen some in fact; look 
at Seawolf and Gunfight. 

LITTLE: I believe arcade games are going to get 
stronger and stronger and stronger. 

PLAY METER: May we move on to commissions? 
What success have you had in changing the old, 
racked-out 50/50 commission structure that’s 
plaguing everybody and has been doing so for so 
many years? 

LITTLE: Personally I am not that successful in 
going to higher percentages. I use numbers and 
volume of account rather than trying to capture my 
return by taking the commission away from the 
location. I would like to do it, but I am not that 
successful so far. It’s a negative but I'll be honest 
with you. 

PLAY METER: So then, for the most part you're 
still working on a 50/50 split. 

LITTLE: Yes, though as a rule in jukeboxes we're 
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on 60/40. 

PLAY METER: Are you getting any kind of servic 
charge or front money? 

LITTLE: No. 

PLAY METER: Are you planning to? 
LITTLE: I'd like to but I think it’s draining the 
business, the competition of the business. There’s 
always someone running around trying to out- 
operate you. 

PLAY METER: So you're trying to make it just on 
the cash box, right? 

LITTLE: I hear about these people that get it on. 
I’m not the breed of cat that can do it. I’ve tried. I 
find that is the theme, but that’s to cover up the 
higher prices the manufacturers have created. The 
operator is supposed to go out and give them 25 per 
cent. I have not been successful with that myself. 
That doesn’t say it can’t be done and there are a few 
people that can do it, but I haven’t the nature to get 
it on. I may have it on a location for three months 
then I find ’'m bumped by another operator for that 
reason. I find that the location offers a location, the 
spot to do business in and it seems to be that I can’t 
get it. The split we demand on jukeboxes isn’t too 
great for this area. 

PLAY METER: Do you think there’s going to be a 
big future for the jukebox market? 

LITTLE: I believe there’s going to be a radical 
change in the next two or three years; again we’re 
back to the microprocessor: I think they’ll be 
putting music into a microprocessor and eliminating 
the records. That’s my opinion. 

PLAY METER: Is that possible? 

LITTLE: Yes, it is possible. 

PLAY METER: What about quality? 

LITTLE: I see no problem. Naturally I’m not that 
qualified technically to make a statement, but I see 
it revolutionizing the jukebox industry in the next 
two or three years. 

PLAY METER: You mean to say you could go to a 
microprocessor and put a new record on it? 
LITTLE: No, it could be programmed. You could 
put a microprocessor in and program it to 200 
selections or whatever. 

PLAY METER: How would you update it? 
LITTLE: By changing the microprocessor. 

PLAY METER: That could be costly for these guys 
that change records every week. 

LITTLE: There aren't many records coming out. I 
change 20 selections or 10 records a month. But I 
never say ten records, I always say 20 selections, 20 
new releases. We're standardized in programming; 
we treat it as a business. We allow certain degrees 
of flexibility but not much. We're not that personal 
when it comes down to it. I can’t get down to 
bringing Flossy her favorite record. I take the 
personal touch out of it, to be truthful with you. All 
my programs are printed. We reprint all our 
programs once a month. 

PLAY METER: You're talking about title strips? 
LITTLE: Yes. Not typed—printed. All standard, 
too. I originated that 30 or 40 years ago when I 
went from nickel to ten cent music in the thirties. 
This was when Seeburg was spending thousands in 
the pages of Cash Box trying to keep the jukebox at 
a nickel. I was already at ten cents, maybe the first 


one in the continental United States, Canada and 
Mexico to go to ten cent music. 

PLAY METER: What’s your music on now? 
LITTLE: Music is on two for a quarter, in some 
isolated spots one for a quarter. 

PLAY METER: Do you have quad? 

LITTLE: All quad. We put the word QUAD on 
every jukebox we get. 

PLAY METER: Whether it’s really quad or not? 
LITTLE: Right. And we have another one called 
“Tetraquadraphonic.” 

PLAY METER: You made that up? 

LITTLE: Yes. People accept the word quad and 
really do not know what it is—there are no quad 
records on the market. Still everything we handle is 
quad, in some cases, as I said, tetraquadraphonic, 
which means nothing, but they accept it. 

PLAY METER: That’s merchandising for you. 
LITTLE: We put speakers in; we install in every 
place a total overuse of auxiliary speakers to get 
complete saturation in the place so there are no hot 
spots or cold spots. We do that automatically, and 
we put the word QUAD, the letters Q-U-A-D on 
every speaker so the man thinks he’s wired for 
sound quadraphonically. It is 100 per cent accepted. 
They do not know what quad means. You have to 
have perfect conditions, sit quietly exactly in the 
middle of a room just to hear quad. With stereo it 
was eyeball action; with quadraphonic it’s just total 
saturation. And the idea is to make a quad sound 
without quad records. How ridiculous can you get? 
But it does sell, the word sells anyway. 

PLAY METER: What other little marketing 
techniques do you use in your music route? 
LITTLE: Basically it’s education of the location 
owner to allow us that we know our music 
business—we don’t know their business but we do 
know ours. As I said before, we don’t get into the 
time consuming personal touch of providing records 
that each individual at the location likes. We put on 
a standard selection of music that is popular. We 
know there are only so many records coming out 
each month and we fulfill the need those create. 
Time and money are related and we find it’s a waste 
of time keeping a library on hand. We do not treat 
programming that way at all. We treat it as a 
business. Every now and then we get an irate 
customer that doesn’t like the selections we have, 


then we do bend but we usually wear them out 


before they wear us out. It’s the opposite to the 
thinking of most operators, to be honest with you. 

I've found that you can’t win them all. You're not 
going to get them all, and you're going to lose the 
odd account over that. But Id rather lose that 
account than get it into a very small personal touch 
that really doesn’t show up in the end, in the 
overall yearly take of a jukebox. That’s my own 
opinion. It’s opposite to what the industry will say, 
but I’ve been there. As far as the records are 
concerned, I think I’m musically in tune. We allow 
the supplier to select the top records and he has 
every top record in the business going back to the 
oldies. But it’s a young people’s world. They are the 
bulk of the jukebox players. 
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MUSIC Operators _.. Disco Operators ... NOW you can convert any 
y 


area of our location into an instant disco with the sensational new Disc-O-Dek 
Modular Dance Floor! 


features: 


The Disc-O-Dek Modular Dance Floor is constructed of a welded unitized 

steel frame which measures 30” x 30” x 6” high per module. 

The Polypropylene floor surface is extremely durable and is resistant fo 

alkalies, alcohol and most acids. | 

Colors supplied in choice of red, green, blue and amber in 25 watt 

transparent bulbs. 

The unit is shipped complete with all of the necessary hardware fo be 

easily assembled including, interlocking nuts, bolts, wiring etc... 

All interior surfaces are sprayed aluminum for ultimate light reflection, 

and all external surfaces are painted black to enhance any decor. 

The standard Disc-O-Dek Modular Dance Floor is 10’ x 10’, or sixteen 30° 

square modules, from which an unlimited variety of shapes and sizes can be designed. 
A three channel color organ controls the individual light intensity of each module. 


@ 
colored lights pulsate electronically to the beat of your music system. In 


combination™with your music system, it’s a total entertainment enviornment! 


for further information See your local _ ciate grt 


‘he fae write of call: 
c-O-Dek 203/223-7698 | 
MODULAR DANCE FLOOR P.O. Box 521, Unionville, Conn. 06085 


INTERNATIONAL REPRESENTATIVE: AMICO MARKETING CORP 
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The Age of Rock-Ola, continued. 


You're looking at the latest ina 
long line of leaders. 


It’s the Rock-Ola 470. A state- 
of-the-art machine. 


Underneath that flamboyant, 
customer-attracting surface lies 
everything that made Rock-Ola 
number one in jukeboxes. 


There’s the indestructible Rock- 
Ola Revolving Record Magazine. 
Surrounded by impressive and 
easily-serviced 100% solid-state 
circuitry. 

Plus the kind of technological 
advances that will make sure 
the Age of Rock-Ola will go on 
a long, long time. Like our unique 


This is the Age of Rock-Ola. 


ROCHK-OLA Ee 


self-protection circuits. And our 
exclusive heat-dissipation system 
that keeps dirty, greasy air out 
of the machine entirely. ; 


The incredible Rock-Ola 470, 


It’s the latest in a long line of 
leaders. With more to come. » 
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